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AFTER CONFERENCE COME 
“CONVERSATIONS °° 


ference between representatives of the allied shoe 
industries. It was right in line with the times. 

President Hoover and Premier MacDonald went out 
into the woods, sat on a log, smoked pipes, and “talked 
it over.” What a wonderful example of democracy! 
Two representatives of two of the greatest nations, 
calmly and neighborly, talking it over. Preparing world 
peace. Paving the way for the safety and welfare of 
generations yet to come! 

While this world-stirring conference was going on 
certain petty politicians in Congress were warring on 
the President and seeking to make capital of some of 
his acts. In England the same type of politicians were, 
no doubt, sniping at MacDonald. 

It is a fine and far step toward international amity 
but we are not yet near the millennium. We must begin 
at home, in our smallest affairs, in our stores, in our 
daily walks, in our minds, thinking better thoughts of 
each other. Peace will come entirely when we give up 
petty hatreds and spites. As long as we have sharp- 
hooters in Senate and House we will present a sorry 
spectacle to the world. Let’s have better material in 
our congressional halls. Next year is another election. 
Will you vote in the primaries and select better men? 
Or will you maintain your dignified aloofness from 
polities ? 


ik shoe trade’s conference was actually a con- 


HAT a country this is to be sure. While the 
people in the North are getting out overcoats the 
dwellers in Florida are still bathing in sun-warmed seas. 
California plays football in balmy weather and Chicago 
plays baseball under heavy blankets and wraps. The 
thermometer shows that Winnipeg is having very cold 
days while Texas is fanning herself. All of which goes 
to show that merchandising in this great and varied 
country cannot be standardized. Footwear for Maine 
and Texas on the first day of December will be things 
of great difference. Shoes for Los Angeles and New 
York will be widely separated in style and materials, as 
well as in distance. That is what makes the shoe busi- 
ness such a thrilling game. 
* * x 
AD you thought how near Christmas is approach- 
Really just around the corner. Right now 
begin planning for the holiday season. 

Outstanding stores say that house slippers are every- 
day sellers. Try to buy a pair in the average store if 
you want a shock. Most stores hang onto the silly, old 
fogyism that slippers are not wanted excepting at Christ- 
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= the bottiers’ efforts to bring out some- 
thing new, pumps remain the preferred shoes for 
Autumn and Winter. Regulation untrimmed pumps are 
still the thing for tailored wear, but for afternoons or 
evenings they must be trimmed. 

Besides the untrimmed pump, many types of oxfords 
are being worn for morning and luncheon. A few one- 
straps are to be seen, and many have been ordered by 
smart women to wear with their wool sports clothes. 
Oxfords and one-straps for morning have Cuban leather 
or low covered heels. 

The bottiers are making up very few models in all 
reptile, but the smart women who can afford it are 
ordering lizard and crocodile for afternoon as well as 
mornings. Mrs. Theodore Shaeffer, of Philadelphia, a 
daughter of Clarence Geist, of Utilities fame, had brown 
lizard one-straps with low brown leather heels, for wear 
with a beige, brown and orange mixed tweed; grey 
lizard pumps bound with plain grey kid, full Louis 
heels, for a grey cloth and crepe morracain ensemble. 
For evening all her shoes are pump models of crepe de 
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chine to match her frocks, with the exception of red 
with black satin heels, minutely bordered red, for a 
black tulle frock. Red gloves will be worn with this 
ensemble and a red and black bag will be used. 
Julienne continues to make her models of contrast- 


ing materials in the same color as well as in two tones | 


of the same material. An afternoon pump is of patent 
and crepe de chine or faille, silk vamp, vamp-throat, 
shank and quarter of black patent, patent spike heel. 
The patent at the vamp-throat is crossed in tabs and 
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stitched in black, as is the upper vamp coming from the 
shank. This model is done in brown and in dark blue 
with plain kid in place of the patent. Another varia- 
tion of this model is in pastel colors for dressy evening 
wear, the difference being that crepe de chine is used 
instead of leather, and instead of two tabs there is a 
turn-over flap running down almost to cover the big toe, 
curving up and ending over the outside instep, finished 
with an old gold buckle shaped like a ram’s head. 

This buckle, used on the side, is quite a new idea this 
season, and the collection of buckles at Julienne’s is most 
interesting. This model is done in two shades of blue, 
red and black, or any contrasting colors to match frocks. 
Some of the buckles are in enamel in the two colors of 
the shoe; others are in colored stones set around with 
rhinestones. For day wear Julienne has the regula- 
tion classic pumps, oxfords in all colors trimmed with 
narrow bands of lizard in natural beige or grey, and 
the winged tip, low heeled oxfords in two shades of tan 
or in brown kid and beige antelope. 
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Mary Beddalari has some exquisite sandals made out 
of real oriental brocades, each different as these brocades 
are nothing more than samples, so there is only suffi- 
cient for one pair of shoes in each piece. In ordering 
them one can therefore be sure of having something 
unique. They are trimmed with gold or silver kid and 
sometimes with satin in the predominating color. 

Antelope is to be much worn this winter. Many black 
antelope pumps have already been seen at the Ritz during 
lunch and tea. With a black chiffon frock with nastur- 
tiums and leaves printed on the fabric, black antelope 
pumps with orange antelope throat border and tiny line 
on heels were worn. Others worn by the Princess 
Ruspogliosi with a black crepe de chine ensemble were 
of antelope with vamp-throat overlap of black and white 
patent, white patent throat border and heel binding. 
Brown antelope pumps have brown lizard heels and 
throat border. Dark blue antelope pumps have blue 
lizard heels, lizard and kid double looped bow on the 
outside vamp-throat where the shank overlaps the vamp. 
Blue antelope vamps have blue kid quarters and heels 
with the shank passing band-like over the vamp-throat 
and ending in a single loop bow on one side. Throat 
and loops are bordered with white or silver. 

[TURN TO PAGE 103, PLEASE] 

















Hees MAKING ALASKA 
SHOE CONSCIOUS 







O romance in business, you say? No adventure selling 
shoes? Read the story of Charlie Devlin, of Ketchikan, 
pioneer retail merchant, who preaches the gospel of good 
shoes up and down a territory 2600 miles long. Sometimes, 
when business is bad, shoe men sit down and complain; Devlin 
goes out after customers. He travels by boat, railway, dog sled 
and airplane, and his twice a year trips keep him ten weeks 
from home. Possibly the shoe business might be better if more 
of the men in it had the determination and ambition of this 
fellow, who sold footwear successfully in “the States’ before 
he answered the call of the Great North. 
































By Harry R. Terhune 


; ' ; Beery 
INCE coming back from Alaska, several shoe mer- the territory is as large as the North Central group 1). 
chants have chided me more or less severely for not States, while the lateral spread extends down to ail 
advising them of the proposed trip. It appears equals the distance from Georgia to California. thet mic 


that a party of good scouts could easily have been col- Sailing up the inside passage is as calm an excursio@.. 4. pi 


somethin 


lected. So—my apologies for slipping off with just as a ride on the Swan Boat in the Boston Publi, mic 
the wife. The next time we will charter a boat, brass Gardens. For real thrills, our voyage was thirty-onffy, pac q 
band and all—maybe. years too late. When we followed the Trail of 98 wih,, got 

The North Country has always intrigued my fancy the mighty Yukon River, we were comfortably seat si: j1.-¢ 
—probably because it is the last frontier—and fron- in an observation parlor car. Some difference from thé seourap 
tiers always ‘have an especial appeal that more developed trail of other days. -Conversely, I predict the trip wa Ketch 
countries do not. twenty-five years too soon. 4500 pe: 

Alaska, to me, has always been the pot of gold at the In another five years it is felt that it will be possiblq glint.” 


end of the Rainbow—although I should not care to try to drive the entire length of the Pacific Coast from Sa Shee ol 
my fortune hunting the elusive dust in its virgin state. Diego to Skagway. The Canadian and American go’ Sa 
Give me the wide open spaces where men are a_ ernments have practically reached a road buildiny agre# 1, fiche: 





menace and boys are boisterous. You know, “The land ment that will open up a virgin tourist territory) a day, a 
of’ beyond that dreams at the gates of the day”—and all Save for one store in Ketchikan, shoes are a <ide lit Itis ad 
that sort of thing. - in the general stores. The one exception noted ! lon: " 
Few people realize the size of the territory. A map Devlin’s Bootery—Charles A. Devlin proprietor, heii. _ 
of Alaska placed over a map of the entire United salesman, window trimmer, ad writer, bookkecper até auduee 

States proves its wide flung area. The main part of porter. 
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Everything previous to this is just a rambling pre- * 


YUP “Hamble—so to our knitting. This boy Devlin has done ~ ft" 


PRINCE RUPERT 









0 aI something that no one else has done, and at an effort 
_ Bithat mighty few would be willing to undertake.-- He 
pie is the pioneer up in the North Country for good shoes. 
Publi He must like it, for. no one would stick~to the job as 
a he has done for four years, unless the Call of the North 
”S i had got way deep under his skin. It’s an insidious thing, 
= this lure of the North Country, ard it has tempted many 
m “Ma courageous spirit to undergo risk and hardship. 
P "Ml Ketchikan, a town whose normal population is some 
_,§g 900 persons, has a fish cannery and a cold storage 
-— lant. The inhabitants fish in the summer and in the 
a vod they are busy doing other things. The salmon 
ail shing season ends Aug. 16 and halibut Sept. 15. Then ‘I VANCOUVER 


the fishermen and cannery employees are millionaires for 
in a day, as they are paid only at the end of the season. 
ad j tis fast work during the rush period, after which come 
head long months of credit. Then Devlin’s is on a twenty- 
tour hour shift, with one man doing all the work. 

[TURN TO PAGE 102, PLEASE] 
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ITH the holiday season 
Wii around the corner, it 

is an exceedingly appro- 
priate time to give serious thought 
to infants’ footwear. Since little 
folks began to wear shoes it has 
been conceded by everybody that 
there is no more appropriate gift 
for a baby than a pair of dainty soft 
soles, moccasins or first walking 
shoes, according ‘to the age of the 
prospective recipient. Perhaps it 
has been recognized so long and so 
generally that shoe merchants have 
just taken it for granted and not 
given much real intensive thought 
to the extra volume possibilities they 
might achieve by playing up infants’ 
shoes in the holiday shopping pe- 
riod. It is human nature to take 
such things as a matter of course, 
more or less, and let them go at 
that. 

The infants’ shoe business is a 
phase of the juvenile footwear trade 
that has been rather seriously ne- 
glected in a good many shoe de- 
partments. There is an inclination 
in some shoe stores to consider that 
footwear for the youngest children, 
below the walking age and even in 
the first step period, can be mer- 
chandised more successfully in the 
infants’ wear departments of de- 
partment and specialty stores. So 
a good many shoe stores are letting 
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[PART IN Tiny FOLKS 
FOOTWEAR 


this business go by the board without even making a 
struggle to hold it. 

Admitting that there are plenty of strong arguments 
in favor of selling shoes for tiny kiddies in the depart- 
ments where infants’ other apparel is sold, it is neverthe- 
less true that there is also a proper place for such mer- 
chandise in the shoe store. It is vitally and supremely 
important that the feet of infants in the first-step stage 
should receive the most careful consideration from the 
standpoint of fitting and the selection of right types of 
shoes to meet their particular needs. The shoe store is 
in many ways best equipped to give such service. 

The writer knows of one prominent retail shoe firm 
that has profited to an almost incredible degree on 
this parent interest in small children’s shoes. It has 


developed a first walking moccasin of its own, has ob- 
tained patents on it and is selling it in splendid volume. 
Physicians recommend it to parents and it has attained 


a reputation in the communities where this firm operates. 

There have been numerous theories on scientific foot- 
wear for babies and toddling youngsters who are learn- 
ing the art of balance and poise. It is, of course, a 
recognized essential to have a shoe that helps to give 
confidence of support. But footwear for the first-step 
period nowadays has also a style significance equal in 
importance to that of the grown-up. 

Clever T straps with perforations and serrated edges, 
modernistic strappings, and two-toned leather effects are 
necessary in baby footwear as well as in grown-up styl- 
ings. Allover pink and blue ankle strap types, trimmed 


with fancy flower effects are very popular. The mother 
is now sensitive to pattern and color in her own ward- 
robe, and consequently enjoys its uses in expressing the 
personality of her baby daughter. 

One successful manufacturer has just developed a last 
on which he has been working for more than three 
months which gives freedom to the important big toe 
and at the same time hugs the back of the ankle for 
steadiness and assurance in walking. A little booklet 
giving important principles of how to walk correctly 
would prove a most effective bit of sales promotional 
material, inclosed in every carton of infants’ footwear 
that goes out of the store. 

It is none to early to plan some effective Christmas ad- 
vertising and window displays in which shoes for little 
folks will be stressed, thereby carrying to the consumer 
a suggestion which will bring to the shoe store many 
dollars that otherwise would go to the toy shop. 


— 
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Getting More Shoes Sold Right 


E. O. Ray 


Comparison Mad 


HY is it that in the shoe industry, of all in- 

dustries, the approach to selling a pair of 
shoes that is commonly used is “These shoes at $5 
are actually better shoes than what you will get else- 
where at $8.” This Fall we have seen more ex- 
amples of odious comparisons than ever before. 
One organization comes out with an immense affi- 
davit showing that its shoes at $7, by scientific test, 
areas good as any $10 shoe made, and so it goes, 
comparison, COMPARISON, COMPARISON. 

This scheme of comparison of values is being 
tried in practically every city in the country, by in- 
dependent merchants as well as chain stores. The 
net result of all of this is a mistrust by the consumer 
of all values. Before long we will reach a condi- 
tion at retail where a $6 shoe will be considered 
high priced! 

We have no fault to find with any organization 
giving the most for the money—whether it profits 
or not. That is for the concern to reason out for 
itself. 

We have seen a dozen strong, substantial busi- 
nesses at retail fade out of the picture in the last 
two years because they have played the game of 


reducing prices to such an extent that they were 
forced to change manufacturing contacts. The real 
worth of the second line of shoes in style, material 
selection and in actual intrinsic value was not to 
be compared with former stocks. The public then 
finds out by its own comparison of fit, satisfaction 
and service, and the inevitable result is a decline in 
business. 

We really view with alarm this tendency. 
It is uncalled for in the face of the economic 
conditions of the country and we can only trace 
it to the lamentable habit of those selfish for 
volume and devoid of enough imagination to 
plan a real selling campaign. 

Do you know why one shoe is worth $7.50 and 
another one $4.98? When the seller of the cheaper 
shoe tells the public that his shoe is the equal of 
the higher-priced shoe, what then? When he prints 
a picture that makes his cheap shoe look as well, or 
better, than your $7.50 shoe, then what? Will you 
permit such misrepresentation to go unchallenged? 
The public does not know the facts and is inclined 
to accept his implied accusation that you are getting 
$2.52 too much for your shoe. 

Let’s have some straight-shooting, truth- 
telling publicity on this subject. 


hy fe te 


Misplaced Strength 


NE of those high-pressure sales managers told 

his salesmen in a general bulletin: “Be stronger 
than the man you are selling. Overwhelm him. 
Ride him down. Don’t let him have a chance to 
talk back. SELL HIM!” What a man and what 
a policy! His ego settles around him like a fog that 
he cannot see beyond, even think beyond. 

He feels that buyers are dumb cattle, to be driven, 
yelled at, herded along, and, finally slaughtered to 
make gains in sales. If he ever sold anything him- 
self, he must have had a unique lot of customers. 

The successful salesman is “stronger” than his 
customer only in the knowledge of how his goois 
will fit into the customer’s needs. Stronger in his 
knowledge of good merchandising practices and his 
ability to help his customer do a better and more 
profitable business. 

Stronger in his desire to help, honestly and wisely. 
But “overwhelm him,” never. “Ride him down’ — 
what a silly lot of nonsense. 


4 tn ty 


Two Months To Go 


HE final months of the year should add to the 
profits of merchants at retail. The actual con- 
ditions of the public purse of this country are most 
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favorable for the sale of shoes in more pairage and 
at regular prices to the end of the year. 
An analysis of national income shows that there 


is more spendable money available for sales at retail 
than ever before in the history of this country. 


The surprising thing to note is that the District 
of Columbia registers more spendable income per 
year than any other part of the country. The States 
following next in order of spending power are: New 


whining. He is too self-centered and stubborn to 
‘take advice. It is amazing to know how many there 
are like him “keeping store.” 


4 ta ty 


Time to Fight 


MERICANS welcome the approach of universal 


York, California, Massachusetts and Illinois. peace. We all hate war. But in the back of 


It is to be hoped that 
what happened last year— 
making December a clear- 
ance month—is out of the 
merchandising picture this 
year, for it seems as 
though general conditions 
would favor regular busi- 
ness at regular prices right 
up to and into January. 


ey er 


Action Needed 
—wNot Talk 


SMALL town retailer 

complained that busi- 
ness was bad and when a 
man came in and asked to 
see some shoes, proceeded 
to ask the following fool- 
ish questions: “What 
kind of shoes? What 
color? How much do you 
want to pay? What size 
do you wear?” And, when 
the man walked out with- 
out buying the small re- 
tailer again took up his 
wail of bum __ business. 
Poor chap. He violates 
every rule of selling and 
wonders why he cannot 
sell. He is too busy to 
tead, he says. Too busy 
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—Good News— 


“There was a day when the an- 
nouncement of a contemplated mer- 
ger—consolidation or amalgamation 
—loomed as a menace; but in these 
days of bigger and better business 
that is recognized as an advanced 
form of cooperation. 

“In the merger of the Boot and 
Shoe Recorder and The Shoe Retail- 
er, I wish to express my congratula- 
tions and to share in your enthusiasm, 
for I believe I have never missed a 
copy of either of these trade jour- 
nals. We have always looked eagerly 
for their arrival and, considering the 
vast amount of profitable information 
they contain, the cost was a very 
small item. 

“My creed is this: I believe that 
the shoe business is the greatest voca- 
tion of all. I believe that the shoe 
retailers are as high type men as you 
will meet anywhere. And I believe 
that our trade papers have meant 
more to the readers than in most 
other lines. 

“Believing all of this it is only 
natural that my interest will always 
remain and that I shall always plan 
to be at the national conventions, 
although I am not actively engaged in 
the business. 

“But I am thankful that the name 
is being carried on through the efforts 
of my daughter, and I believe she will 
adopt my creed without hesitation.” 

W. HAL STEWART, Vice-Pres., 
Johnson County Savings Bank, 
Iowa City, Iowa. 

* * * 


A shoe merchant turned banker but 
still a shoe merchant—more power to 
him. 
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President. 








our minds we all admire 
the man who is quick to 
defend himself against at- 
tack. Millions applauded 
our President the other 
day when he “hit back” at 
one of his petty defamers. 
Andrew Jackson and 
Theodore Roosevelt will 
be remembered for their 
fighting qualities. People 
dislike a chip-on-the- 
shoulder attitude but they 
dislike still more a. man 
who submits to injustice 
without self-defense. 

It has become the 
fashion for rabid agitators 
and petty politicians to at- 
tack those who are “too 
proud to fight.” Not long 
ago a loose-mouthed agi- 
tator asserted in a meeting 
of working people: “No 
shoe ever cost more than 
50 cents to make.” The 
REcRODER called attention 
to it at the time and urged 
the trade to deny the 
charge. Since then mil- 
lions of dollars have been 
spent in publicity for 
shoes. Not one word has 
been printed that would 
enlighten the people as to 
the real facts. Are shoe 
men timid or indifferent ? 
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meal.” The Old Veteran filled his . 

pipe and settled down into the big That's . a com- 

easy chair. mon complaint of the 
“Glad you liked it, Old Vet,” answered retail shoe business 


Jim, The Shoe Man. “I always enjoy having . 
you out to dinner. You certainly relish your and most other lines 


victuals, and I never fail to steal a couple of retail trade. We've 


of good ideas before you get away.” all heard it over and 
“Well, Jim,” chuckled the Old Veteran, : H ’ 

“T’ll just trade you my ideas for your meals over again. were 

—I mean Molly’s—any old day. Now take writer, however, who 


this dinner, for instance—” h as the courage to 


The Old Veteran paused to get his pipe tabe the other side of 
going good. “Take this dinner—I’ve just 


been thinking how much the shoe business the argument and who declares that now and § wh) 
is like a meal. Or I guess I mean it’s likeeat- then arousing sale—a thorough elimination bus: 


J IM, my boy, that’s my idea of a good 66 OO many sales.” 





ing in general.” _. + sion ; : 
_ hp a a RE “15 what most stores need. An interesting othe 

fun, I suppose,” laughed Jim. viewpoint from a man who knows the shoe app 
“Yes, but not exactly that. Eating is fun, business inside and out. 


but only when you’ve got a good rarin’ 
appetite. But supposing you don’t feel like 
eating; then a lot of good food will only 
sicken you. Shoe store’s same way. If you 
get in a big lot of new shoes when you’ve got 
enough already, no matter how nice they are, 
they’re mighty liable to sour on your hands. 

“A shoe store’s got to be reasonably hungry 
for shoes or else it ain’t healthy to feed a lot 
of them into its stomach—I mean receiving 
room.” 

“You're right, Old Vet,” said Jim. “No 
appetite, no fun.” 

“That’s it,” continued the Old Veteran. 
“And a good appetite depends mostly 
on proper elimination. That’s just an- 
other name for selling. Some stores peunee 
don’t seem to realize it, but the stuff EQ GERY 
they don’t sell—that lies in their 
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“* YOME to think of 

it,” observes Mr. 
French, “you seldom 
hear of a store or a 
person starving to 
death, do you?” 
That's a fresh slant on 
an old problem. But 
in this day and age, 
when the science of 
dietetics is claiming 
so much attention, 
why isn’t it logical to prescribe a diet for our 
business? Some shoe stores need to reduce; 
others require only to readjust their buying 
appetite for preservation of health. How 

about your store? 
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By Murray 
C. 
French 


stomachs too long—is what makes them sick.”’ 

“Come to think of it, you seldom hear of 
a store or a person starving to death, do you?” 

“Never; they rot to death! When a store 
gets sick the average merchant right away 
thinks he’s got to shove a lot of new goods 
down its throat. When the chances are it 
needs a good black pill instead. A rousing 
sale—a thorough elimination—is what most 
stores need to put them on their feet. Even 
though it makes them sicker for a few days, 
it does them good, for it creates a healthy 
appetite for new goods.” 

“You said a lot right then, Old Vet,” Jim 
agreed. “The stores that keep cleaned out 
are the healthy stores and no mistake.” 

“On the other hand, too many sales isn’t 
good either.” 

“No, that just keeps a store sick, doesn’t 
it?” 

“It sure does, Jim. Then you might go on 
to say that a good dinner like Molly’s, for 
instance, is made up of staples and novelties. 
Bread, meat and potatoes are always staples, 
while Molly’s salads, pickles and desserts 
would certainly be called high style victuals. 
And I always notice she takes care not to 
repeat on her novelties. 

“That chocolate cake—just a minute while 
I loosen my belt—that chocolate cake sure was 
a good seller tonight. But if Molly should 
be foolish enough to offer you chocolate cake 
three times a day, you’d soon get sick of it. 
Same in a shoe store—” 

“I get you,” interrupted Jim. “No matter 
how hot a novelty is, I mustn’t repeat 
on it too often. Give ’em something 
else.” ¥ 

“Sure, Jim. And that’s partly true 
[TURN TO PAGE 99, PLEASE] 
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“ 
By 
Harold Whitehead 


What the Banks Look 
for as Loan (ollateral 


EPISODE XIII 
T HE morning after Billy agreed with June that he 


needed a line of credit at the Fretton National 

Bank, he walked into the building and asked for 
the President, Jethro Blunt. It seemed that the Presi- 
dent was engaged, but would see the young man if he 
cared to wait. 

Billy decided he had better stay and get it fixed up 
at once, rather than come back later, when he might 
again have to wait. He leaned against the glass topped 
counter and automatically straightened the little piles of 
deposit slips. Then he picked up the pens, looked them 
over, and placed them back on the rack. 

He looked at his watch, only five minutes. Why 
didn’t banks have somewhere for you to sit while wait- 
ing? Cold, unsympathetic looking buildings, banks. 
Billy walked to the window and watched the morning 
traffic on Front Street. He wished Jethro Blunt would 
hurry up. Of course, things were quiet with him in 
the morning and he felt at ease since Lyman Acks had 
started to work for him. Another look at his watch— 
only ten minutes! 

What did a bank want you to have by way of security ? 
Hope it will be all right. Pshaw, surely he wasn’t go- 
ing to worry about it. Wonder who was with old Blunt. 
People said Blunt could be the most kindly, cold-blooded 
Character, that’s it. Didn’t Pierpont Morgan, the 
elder, use to say that he’d loan a man 
a million on his character. Well, Billy 
had character—fifteen minutes—getting 
darned uncomfortable waiting. Pity 
they didn’t have something 
for you to read while wait- 
ing. Darn it, there’s old 
Morland making a deposit. 
I’ll bet he guesses I’m after 
a loan. When L get clear 


cuss. 
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of this mess I never—there he is. Billy’s 
thoughts were stopped with a jerk when Jethro 
Blunt beckoned him. A minute later they were 
seated at Blunt’s desk. 

“Well, Rogers, what can I do for you? Want some 
more advice on your business?” 

“Business is fine, Mr. Blunt—going along great. I'm 
doing more than I planned to do.” 

“That’s splendid. Glad to hear it, and glad you 
dropped in to tell me. Always like to hear of a young 
man making good.” 

The banker eyed Billy shrewdly. 

“As a matter of fact,” Billy stumbled over his words, 
“I felt I-er-I ought to borrow some money to save miss- 
ing some discounts. I bought a little too heavily on 
opening, and until I get the stock down, I’ll need some 
more cash.” 

“That’s bad, Rogers. Well, we'll do what we can. 
Have you a balance sheet with you?” ’ 

Without a word Billy placed a sheet of paper on the 
desk. 

“Hm. Fixtures—$3,250, that’s not so good. 
Accounts receivable—$2,165. Phew! That’s bad. In- 
ventory at cost—$11,887. Hm. : Accounts 
payable—$3,490. Cash in bank—$629. Hmm 
Pretty bad, young man. You seem to have mace a 
muddle here, somehow.” 

Billy felt a positive ache in the pit of his stomach. 
“Why, Mr. Blunt, I only want $5,000. Good gracious, 
I’ve stock enough twice over to pay it, and my character's 
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all right.” Billy wondered vaguely if Jethro Blunt felt 


















the same as Pierpont Morgan about loaning on char- 
acter. 

“Rogers,” the banker looked up and smiled sympa- 
thetically. “I want to help you, for I know you are a 
good, clean young fellow, and your old boss, Parker, 
thinks so highly of you. But just look at these figures. 
As a banker I must assume your collateral at its quick 
asset value. Fixtures, for instance, are worth nothing. 
Of course, you have very smart fixtures, and then you’ve 
spent a lot of money on fixing up that new front—a very 
attractive front you have there, Rogers—but that’s an 
expense. If you went out of business tomorrow your 
fixtures are worth, perhaps $250. There’s no market 
for old fixtures. Of course, you can carry them as an 
asset, but you should depreciate them at a rate that will 
wipe them out at the expiration of your lease.” 

“Yes, Mr. Blunt, but surely my shoe stock, and my— 
my reputation. . . .” 

“Your shoe stock is what scares me. I know how 
soon women’s shoes become out of season. I would be 
inclined to cut the value in two. They would probably 
fetch $5,000 at a forced sale—but I’m not sure.” 

“Forced sale!” Billy went white as he spoke. 

“Of course, Rogers, if we loan you our depositors’ 
money we must be sure that, if you can’t pay it back 
when due, the collateral can be sold for the 
value of the note. You see that, don’t you?” 

“But . . . you wouldn’t close a chap 
out if he couldn’t meet it right 
away?” Billy began to feel that 
doing business with a bank was 
a hazardous adventure. 

[TURN TO PAGE 100, PLEASE] 


What do you think of Billy Rogers’ 
important decision to put his shoe 
business on a cash basis? 

And what do you think of his 
letter to the credit customers? 
Rather a weak letter, we think— 
and so does Harold Whitehead. 
Let’s give Billy a better one. Write 
the kind of letter you would send 
under similar circumstances. We'll 
print a selection of those sent in 
—they may prove useful to you as 
well as other readers of the Boot 
and Shoe Recorder. 
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WHAT HAS 
GonE BEFORE 


ILLY ROGERS wanted to own a shoe store. 
He had $17,000 and some practical ex- 
perience acquired as a salesman in Parker’s 
Shoe Shop. George Morland was willing to 
sell his store for $22,000. Too willing, in fact, 
as it appeared when Billy, acting on the advice 
of June Solent, consulted Jethro Blunt, presi- 
dent of Fretton National Bank, and the latter 
scanned the figures on Morland’s business. 
Billy decided not to buy Morland out and, after 
consulting his former boss, Parker, decided to 
launch his own business. He picked a promis- 
ing location, acquired a stock and opened his 
store. Experience taught him that store man- 
agement has its problems. Billy’s competitors 
made trouble by cutting prices, and to meet the 
situation the young merchant studied the possi- 
bilities of advertising. He also found out what 
it means to appease the wrath of the displeased 
customer and learned the importance of watch- 
ing incidental expense. Then a new problem 
confronted Billy when a competitor threatened 
to bring suit against him. Averting this diffi- 
culty, he soon found himself faced with others 
equally serious. He finds some of the traveling 
salesmen most helpful and accepts their advice 
on buying problems. But the matter of col- 
lections causes Billy and June a lot of worry. 
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A JUVENILE ACROBA 
Demonstrates Foot Heart 

















66 ISS ACROBAT 
whose photograph is 
shown here, in com- 


pany with her mother, has 
traveled extensively in the Middle 
West advertising Acrobat Shoes. 
She is a decided novelty in an 
advertising way and has attracted 
a lot of attention in cities where 
she has appeared. 

At Tulsa, Okla., where she ap- 
peared at the Brown-Duncan 
Shoe Company’s store, it was 
necessary to have police protec- 
tion to keep the crowd from 
breaking the window glass be- 
cause of pressing against the 
glass. The youthful acrobat 
accomplishes walk-overs, flips, 
back roll-ups, cart wheels, nip- 
ups and Japanese chest rolls with remarkable ease. 

“Miss Acrobat’s” mother gives a short talk on Acrobat 
shoes while her daughter changes her attire, and explains 
that in her bare feet Miss Acrobat is unable to accom- 
plish her work, for she has often made the attempt 
at home without success. 

Miss Acrobat, with short, curly light hair, round smil- 
ing face, proves a real advertiser by her performances, 
for, while young, she possesses a charming, unspoiled 
personality without a trace of self-consciousness. 

Mrs. Jensen, Miss Acrobat’s mother, explains that the 





























child is procuring an education 

while traveling’ by weekly letters 

from her teacher in Minneapolis, 

and that at the close of this term 

she will be eligible for 6B school 

work, and that her teacher is 

more than pleased with the 

lengthy letters Miss Acrobat 

sends to Minnesota every few 

days describing the country 

through which they are passing. 

During the conversation with 

the interviewer Mrs. Jensen also 

explained that, while she had no 

intention of training her daugh- 

ter for a dancing career, Miss 

Acrobat was given dancing les- 

sons when six years of age due 

to the doctor’s recommendation 

to correct the child’s anaemic 

condition, and that the dancing teacher expressed only 

passive interest in the child because of her awkward way 

of going through her steps. But that was several years 
ago. She is now in the best of health. 

Juvenile performers always arouse interest and at- 
tract attention and this fact has been utilized in various 
ways to create effective publicity. A number of retail 
stores have employed juvenile style shows with much 
success to promote the sale of merchandise in their chil- 
dren’s departments. Boys and girls in the windows or 
on a runway always draw a crowd. 
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This man is out of 
AITLURE’S reach » » 


are you still 
worrying ? 


EK VEN the best salaried job cannot give you the 

4 sense of security for the future that partner- 

shi) in a vital company such as the J. C. Penney 

Company gives. Mr. M. J. Maynard won success 
he is sure of security. 

“During the early period of my married life, I 
was forced to think; think what I wanted to ac- 
complish in the future. 

“At the time, I had a splendid position, good 
salary, but no assurance for the future. I wanted 
a business that would continue to work for me 





“ation when I was unable to work; that would provide 
etters for my family for all times. 
polis, “No salaried job would do these things for me. 
term Consequently, I was interested in a position with 
chool the J. C. Penney Company. I thought then and 
er is I know now that their plan would provide these 
soa Me 

the things for me. 
robat To have this assurance of safety, a man must 

Sow have the confidence of his friends and the good 

am opinion of his community; he must know that Be 

a financially, he can meet any emergency. M. J. ene MM. J. Maynard is 
sing. : a “y most happy to see 
" i an young men given a 
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ars . New stores are opening all the time. We need enterpris- 
Maynard has these things that mean security. ing young men to train for managership. 


Hard routine work—long hours—and a never- * * 
failing willingness to do your level best to attain it tn som with ee new Of sen feel Gn 
the high standards we have set ourselves—these you are the kind of man we want. In a 
things are on your road, but as Mr. Maynard few years you may achieve your life’s ambition. 
says, the road leads to Success. Write to J. C. Penney Company, Inc., Attention 
We offer this opportunity to men who are well Mr. J. D. Keyes, Room 1703-N, 330 West 34th 


Street, New York, N. Y.; or Attention Mr. E. M. 
DeMoss, Room 1351-N, 400 S. 14th Street, St. 
Louis, Mo.; or Attention Mr. Wm. H. Dayton, 


educated—who are experienced in the dry goods, 
shoe or clothing business—who are 21 to 35 years 
old and who have led straight lives. If you can toes oe 
qualify and are interested, write to us immediately. Room 1333-NS, suse s aeag, San Syensieee, 
You have as good a chance for security as M. J California; or Attention Mr. A. M. Walters, 
. Z Room 1125-N3, Perrine Building, Oklahoma 


May 
aynard. City, Oklahoma. 


_——. 
ADV, 
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mong the outstanding 


Thomas S. Childs 


Wright Arch Preserver Shoe Dealer 
—Holyoke, Mass. 


“*,... these (Wright) shoes bring us repeat 
customers as no other line has done in ow 
40 years of merchandising.”’ 


We are certainly appreciative of what the Men’: 
Arch Preserver Shoes have done for us. As 
trade builders of prime importance, these shoe: 
bring us repeat customers as no other line ha: 
in our forty years of merchandising. Helpful 
to so many feet, their fitting qualities are un- 
equalled, and, of course, the same applies to 
their service and style. It was a fortunate day 
for us and our customers when we put the shoes 
in stock. 


Thomas S. Childs, President, 
Thomas S. Childs, Incorporated. 


TF The Wright merchandising plan for fall and winter is even 
é more complete—even greater in profit possibilities—than the 
f ene Wright campaigns of the past that have contributed so much 


| | I 

Ya RCH to the prosperity and growth of hundreds of dealers. 
RES ERVER Because it is a new slant on cooperation between manufac: 
turer and dealer, the new plan will inevitably bring more 


SHOE business, more profits and good will to the far-sighted shoe 


FOR MEN retailers who adopt it, than anything in the past. 


E. T. WRIGHT & 
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With pardonable pride, we present this roll- 
call of Wright Arch Preserver Shoe dealers 
in New England and New York State 


(exclusive of greater New York City) 


CONNECTICUT 
Howland D. G. Co., Bridgeport 
The Lorraine Shoe Co., Bristol 
Emerson & Morrell, Inc., Danbury 
G. Fox & Co., Hartford 
W. G. Simmons Corp., Hartford 
Emerson & Whitney, Meriden 
Emerson-Darby, Inc., New Haven 
Sevard Bros., Inc., New London 
Smith’s Shoe Store, Norwich 
Arthur L. Hultman, So. Manchester 
Emerson-Elwood, Inc., So. Norwalk 
Corbo & Hassett, Inc., Stamford 
Jacobson Bros., Stamford 
Samuel Bufferd, Torrington 


Arch Preserver Shoe Shop, Waterbury 


Brick & Sullivan, Willimatic 


MAINE 
Hersey’s Shoe Store, Augusta 
John Conners Shoe Co., Bangor 
J. F. Dean, Biddeford 
Lamey-Wellehan, Portland 
Dorman’s Shoe Store, Rockland 
Lamey-Wellehan, Rumford 
Jerry F. Cole, Skowhegan 
Lamey-Wellehan, Lewiston 


RHODE ISLAND 


T. Mumford Seabury Co., Newport 
Arch Preserver Shoe Shop, Providence 
Stone’s Booterie, Inc., Woonsocket 


VERMONT 


Maxham Shoe Co., Barre 
Dunham Bros., Brattleboro 
Lewis & Blanchard, Burlington 
Walter E. Grace, Fair Haven 
Angelo Masielle, Ludlow 
Robilard & Westin, Rutland 

J. Clark Amey, St. Johnsbury 


MASSACHUSETTS 


E. M. Bolles, Amherst 

Jacob Garbose, Athol 

Fashion Shoe Shop, Attleboro 

Giles Shoe Store, Beverly 

Graham Shoe Co., Washington, Boston 

Wm. J. Walsh, Boston 

Walsh’s Arch Preserver Shoe, Boston 

S. Wasser & Co., Broadway, Chelsea 

Duncanson & Sullivan, Clinton 

D. F. Sullivan Co., Fall River 

Manufacturers Shoe Syndicate, 
Fitchburg 

Solby-Montague Co., Greenfield 

Lorraine Boot Shop, Haverhill 

Thos. S. Childs, Holyoke 

D. D. Mahoney’s Sons, Lawrence 

Hamilton & Butterfield, Leominster 

Lowell Arch Preserver Shop, Lowell 

Geo. F. Higgins, Malden 

Nichols & Damon, New Bedford 

Quality Shoe Store, Newburyport 

Walter L. McCammon, Newton 

James Martin, N. Adams 

Solby-Montague Co., Northampton 

John W. Regan, Norwood 

The Orange Clo. Co., Orange 

F. A. Farrell Co., Pittsfield 

John Heffernan & Son, Quincy 

L. H. Harris, Salem 

Morse & Haynes, Springfield 

Dean Bros., Taunton 

Grover J. Cronin, Moody, Waltham 

Patenaude-Morgan, Webster 

The Kennedy Co. Worcester 


NEW HAMPSHIRE 


Jack’s Boot Shoppe, Concord 

Sullivan’s Arch Preserver Shoe Store, 
Manchester 

Winer’s Boot Shop, Nashua 


NEW YORK 


Steefel Bros., Albany 

Knox-Knox, Auburn 

Charles R. Strange, Binghamton 
Wm. Eastwood & Son, Buffalo 

J. L. Hudson Co., Buffalo 

A. Thiele Est., Buffalo 

Hart & Matson, Corning 

Sarvay Bros., Cortland 

Fitzwater Shoe Store, Geneva 

C. V. Peters Co., Glen Falls 
Johnson & Murphy, Gloversville 
Burdett & McNamara, Hornell 

R. H. Grossman, Hudson 

Jos. Schaetzle, Ilion 

Card’s Boot Shop, Ithaca 
Roosevelt Shoe Shop, Jackson Heights 
J. L. Newhouse Co., Jamestown 
Schumann & Reid, Johnstown 

A. Hymes, Kingston 

Wagoner’s Shoe Store, Little Falls 
Mooney & Symes, Lockport 

James V. Slack, Medina 

Hayes & Jones, Middletown 
Charles Vogel, Newburgh 

A. F. Leuthe, Niagara Falls 

Fred W. Fick, N. Tonawanda 
Hannifan-Maroney, Olean 

Conniff & Toher, Oneida 

Peter Miller & Son, Poughkeepsie 
Wm. Eastwood & Son, Rochester 
Wm. Pidgeon, Jr., Rochester 

L. H. Bahr & Co., Rome 

Popular Shoe Shop, Saratoga Springs 
H. S. Barney Co., Schenectady 
Leuthe’s, Suspension Bridge 
Park-Brannock, Syracuse 
Cooper’s, Troy 

Hughes Arch Preserver Store, Utica 
Berow & Monroe, Watertown 
Hamilton Shoe Store, Wellsville 


We will gladly mail copy of our “Teamwork Book ” which 
was sent to all Wright Arch Preserver Shoe dealers, to other 
dealers in cities where our franchise is still available. 


This book outlines a plan so complete and satisfying from 
the profit and volume viewpoint that it is, without doubt, 


today’s outstanding opportunity in the shoe field. 
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C e Inc., Rockland, Mass. 
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DARIS EVOLVES 
RAINY DAY EXSEMBLE 


HE American ‘woman no longer wears make- 

I shifts for the rainy day. In fact, the rainy day 

is just as fashionable a day as the snappy, brisk 
winter afternoon. Cloudiness of atmosphere, the lack 
of clear, invigorating sunlight and the effect of an 
overcast sky makes it important that the young moderne 
use greater care in the assembling of their rainy day cos- 
tumes than costumes for other important occasions. 

When the old fashioned galosh was worn as an over- 
shoe it might be worn with makeshift clothing, but to- 
day is a day of selection of a careful toilette, as weather 
no longer materially influences the everyday life of busy 
woman. Styleful rubber wear has come to the fore in the 
last few seasons in an astounding way. Women have 
become so fastidious that Paris has recognized the im- 
portance of tailoring smart storm wear and styleful 
rubber footwear for the coming seasons. This move- 
ment will naturally cause a scouring of the market for 
clever storm coats that have all the chic and color har- 
mony of the tailored suit. 

Many of these smart coats have double pockets, 
Sarazen shoulder lines, the inside fleece-lined cuff and 
convertible collars. Inside the pocket is the gypsy head- 
scarf of self-toned rubber which may be worn around the 
head or hat in an artistic twist. 

The new type of umbrella, with its wood casing, also 
shows that Paris has fully 
recognized the needs of style- 


boot manufacturer as well as to the shoe retail 


The projection of the center buckle by the shox 
signers into the fall shoe styles picture caused a 
fitting of lasts in the all-over rubber shoe. 


ler, 


An ali 


ance had to be made in the shank line so that the fj 


over the instep might remain snug and well conto: 


The reinforced toe is another item of considerabl ; 


terest. 
sags in the carton and in time causes a wrinkle ii 
leg part of the boot. 
the paper form is left in all-over rubber shoes. 


If the shoe cap is not reinforced, the rubber s 


Much annoyance may be save« 


HE concealed fastener finger disk shoulder be pulle 


back in first position after wearing or trying o1 


not, it very often causes a bulging of the rubber where 
it rests and it is impossible to get the straight edged! lips 
back into snug position. It is hoped that the shoe })yer 
will accept two or three different heel heights and sliapes 


for the season. 
and different types of heels. Salesmen trying : 
the new cuban heels on old heel lasts, will no « 


One generai shoe will never fit the new 


find plenty of dissatisfied customers who would |i! 


another pair of latest footwear in exchange. 
Many of the cheaper leather shoes use very 
staples to hold the heel in firm position. 
as the overboot is worn over a shoe with a rundovy 
crooked heel, it is difficu! 
rubber footwear to hay 


ful storm wear. Because of 
construction and the process 
of cure in rubber all things ac- 
complished in leather footwear 
are not possible in the rubber 
shoe, but the strides for style- 
ful overshoes and the distance 
ahead which each company 
must work makes leadership 
yery difficult for the rubber 
style man. The hazard of 
colored varnish and the change 
in tonal quality because of 
cure, the necessity of new 
broken lines in lining patterns 
and the year ahead purchase 
of the same, together with 
procuring of correct heel 
heights and the effect of new 
leather shoe lasts are tremen- 
dously important to the over- 


ALM BEACH anticipates a tre- 


mendous season in beach foot- 


wear. Shoe manufacturers, finding a 
golden egg in the colorful duck and 
awning cloth beach shoes, are prepar- 
ing seven and eight new and intriguing 
models of shoes with crepe, composi- 
tion, and rubber soles to take care of 


the demand. 


California and Hawaii are order- 
ing heavy shipments of this type of 
shoe and sandal wear. The beach shoe 
is made without a stiffened counter and 
it has no back seem. On the inside of 
the heel seat is a small thin suede stay 
to prevent the rub of the heel when wet. 


The shoe is made over a full toed 
last and the striping is only seen on the 
vamp, the solid color is styled in the 
quarter. It has interesting posstbilities 
for southern resort wear. 


even tread of the weare: 

Many of the rubber 
are finishing their heel 
with an extra bead, as th 


Consequently 


corners of a rundown leathe 
heel edge constantly ru!bing 


on the rubber galosh he: 


as sharp and destructive a 


pointed knife. 


The retaile 


buying a line of footwe: 


should think well what 
customer and what typ: 
he usually sells in the | 
months, and buy the fo 
which his customer 

choose, rather than som 
which suits his personal 


Many times the cus! 


has a preference that t 
tailer has failed to r 
Prejudice is outlawed. 
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The summer season is being anticipated as a season 
of blue, five shades being in the style program. The 
acceptance of the all over blue shoe for 1930 is now 
being felt. This overshoe of an all rubber type should 
be naturally in the high style picture but before the 
' season ends blue might work into volume. The shade 
of blue which would be the safest to manufacture would 
be in the tones of the Commander blue shown on the 
color card of this season. Colorful linings will be almost 
as important as the outside color. Really vivid shades 
are necessary in order to keep the overshoe in the style- 
ful picture. Two heights are being generally agreed 
upon, one about the ankle height and a very snug boot- 
fitting affect of regulation height. 
The public will demand for the next summer season 
colorful sneakers, pastels and combinations of white 
and vivid tones. The all white sneaker in pump lines 


with colored lacings and the pump type to be worn as a 
pump for campers and week end leisure hours should 
be made in grades where two or three pairs could be 
purchased a season. Bathing shoes made of oiled print 
gingham very much after the type of a scuff or bathing 
shoes made of duck without stiff counter linings could 
Last season many persons 


be used for beach wear. 


No longer is the 
smart woman satis- 
fied with being well 
dressed when the 
sun shines. Now- 
adays it is equally 
important to be 
correctly coated 
and shod in stormy 
weather, and so the 
couturiers of Paris 
are showing models 
wearing Amer- 
ican storm  foot- 
wear and are giv- 
ing attention to 
rubberized fabrics 
produced in the 
American market. 
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found the all rubber bathing shoe difficult to take off 
when wet and quite difficult to put on over a wet foot. 
Bathing capes of terry cloth and rubberized linings are 
already being shown by the importers, two and three 
tones being used in contrast. Yellow is anticipated, also 
lavender and blue and the pink shades. 

But all white is the one safe thing for volume or mass 
production. Many of the bathing shoes have been made 
to look quite light, the edge resembling a welt because 
of a wheeling machine used to break the line between the 
fabric and the rubber sole. White eyelets are used on 
white or beige sneakers, shoes and also on shoes of 
buff and tan. A combination of tan and white sneaker 
is also being imported. 





No, she doesnt mind_ 
the thousand-and-one 
housekeeping steps 
every day if her shoes 
stay neat and trim.. 


HE modern housewife wants to look as 

smart and attractive as the home she 
lives in. But she can’t afford stylish clothes 
unless they keep their style. Especially does 
she insist that the shoes she buys retain their 
good looks in spite of her strenuous house- 
keeping duties. 


So she shops for shoes that look stylish, 
and stay stylish. When she comes to your 
store, do you win her instant attention with 
the assurance: “Yes, madam, these shoes keep 
their good looks”? You can—if you sell 
shoes that have cork innersoling, Armstrong's 
Korxole. 


The answer is right in the shoe. When 
shoes are Korxole-equipped, they keep their 
last-lines. The uppers cannot pull the cork 
insole out of shape because Korxole is strong, 
yet flexible. It is composed of cork mix 
calendered between two layers of reinforcing 
fabric. Moisture doesn’t affect this cork in- 
nersoling at all. 


The flexible insole also assures comfort to 
the foot. Since it will not shrink, warp, crack, 
stretch, or curl, there is no shoe pinching. 
It won’t take the housewife—or any other 





feminine customer—long to find out how 
much pleasure Korxole-equipped shoes give 


ARMSTRONG CORK 
COMPANY 


Specialties Division 


to the feet. Just long enough to make her 
your steady customer. 


Lancaster, Pa. 
Boston, Mass 197 South St. 
Milwaukee, Wis...811 Majestic Bldg. 


Cincinnati, Ohio 10 17 Broadway 


For the sake of the sale, then, specify St. Louis, Mo.....204 S. Third St. 
Brant St. 


Armstrong’s flexible Korxole innersoling in isei’ weaas bute 
every pair of women’s shoes you order. 


Armstrongs Korxole 


Flexible Cork Innersoling 
PRESERVES STYLE...INSURES COMFORT...PROVIDES MANUFACTURING ECONOMIES 
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Companionate for | and Whoelw 


Lizard, of a texture and feeling that complements the new 
tweeds and woolens .. and with its unusual detail of ring- 
and-buckle strap .. the JUANA is an outstanding shoe 
of the town season . . Brown simulated Lizard with 


contrasting inserts of Spanish Brown Calfskin . . 
Also in Blue or Black Calfskin. 


WALKIOVER 


Walk-Over hosiery 
in shades to harmo- 
nize with footwear 


ASK ABOUT WALK-OVER HOSIERY AND MAIN-SPRING ARCH SHOES 





As Nationally Advertised in Newspaper Rotogravure Sections 
November 3, 1929 


GEO. E. KEITH COMPANY 


Campello, Brockton, Massachusetts 


Boor AND SHOZ RECORDER 
combining THE SHOE RETAILER, Oct. 26, 1929 55 





Mixine Corors Witt Brass 


How a Young Fellow in Seattle Applies Common Sense 
to the Display Problem 


on how to mix colors, when he answered, “With 

brains.” That was in Rome. In Seattle, a 
young fellow by the name of Frank W. Harmon works 
in the Glove Grip Shoe Store. His vocation is selling 
shoes. His avocation is trimming windows. Frank 
follows Mike’s famous advice, for, with some beaver 
board, a bit of fabric, some flowers, some paint, all mixed 
together with a lot of brains, he turns out some prize- 
winning windows. 

“TI believe,” he confided to the writer, “that it is a good 
plan to make a sketch of a window trim before starting. 
This to be used as a guide, as it is not a safe plan to leave 
the trimming of a window wholly to inspiration. By 
saving the sketches and working an old 
idea up in a different way often times 
some very clever trims can be worked out 
at a much lower cost than by using an 
entirely new setting. It is surprising 
what attractive windows can be made at 
a very low cost, if the trimmer really 
thinks things out in advance. 

“The shoes we feature are built on 
corrective lines, su the windows are 
trimmed not only from an artistic stand- 
point, but also to advertise the features 
of the shoes. There is no reason why 
windows full of corrective shoes shouldn’t 
be as eye-appealing as those windows 
filled with novelty merchandise. 

“Sometimes this is achieved by stand- 
ing a shoe on end with the sole to the 
eyes, showing the shape of the last and 
how the foot sets in the shoe. Again, by 
putting in an educational card with a pic- 
ture of the 
shoe, showing 
a foot shape 
and its position 
in the shoe 


[U cnton to mix cot years ago gave the dope 

















through X-ray photography or in some other way, 

“By having something in the windows outstarding 
something entirely different and original, the eyes f the 
public are attracted to the shoe display. Nothing of the 
bizarre effects, but something in keeping with 
taste.” 

A series of five sketches by Mr. Harmon are pre 
to show some of his ideas. 

Sketch A is a beaver-board modernistic panel. This 
is five feet tall. Each part is covered with hors:-hair 
material of blue, black, brown, orange and tan « 
The standard is covered with black velvet, while 
modern flowers are trailing up one side. This ser 
a back centerpiece for a center group display of black 
shoes. These blacks will probably be flanked by « few 
colored shoes on either side, so as to emphasize the 
blacks. 


200d 


ented 


lors 
bright 


eS as 


OOD effects may be had by using the background 

drape in panel fashion, as in Sketch C. When the 
drapes are tacked right up to the ceiling, it gives 
height to the window, which in many cases is desirable 
This is a drape of gold and brown check. Gold cloth «disks 
are in the center under the figure. Small circular 
rors are on either side, while back of each mirror are 
gold block stands, of different heights. In using a panel 
effect, it is possible to arrange a very low trim, using 
low boxes, or even displaying most of the articles on the 
floor, for the panel gives all the height needed and is 
decidedly effective. 

Ofttimes a circular disk of beaver-board will be used, 
as in Sketch E. This is covered with black or whit 
silk, tacked to the background. Sometimes a group of 
modernistic flowers or a group of shoes in front 
brings out the beauty in a fine way. In this sketc! 
beaver-board circles are covered with pastel colored 
with modernistic flowers to match. The fixture 
bronze and there are two small cushions of colored v«! 
down front, a pair of shoes resting on each cushion 

It is a good plan to carry out one idea in fixtu 
There is no question but what it i 
to keep them all uniform. In 


nore 


mir- 


























words, it is not advisable to mix m¢ 
istic with stereotype fixtures. In 
modernistic fixtures it is often 
found that circular and block effect 
well together if properly arranged 
illustrated in Sketch B. It is quit 
fective to use all of one or the ot! 
a trim, making for the uniformity o 


rising 
mes 
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window. In this trim, gold block fixtures were used 
together with a gold disk as a background. 

In striving for originality, one can compose a trim of 
old ideas that have been used before, if they are used in 
a different way, and get entirely original results. Here 
we have an old idea used in a modern mode, in Sketch 
D. The vases and framework are all silver. Real red 


wax candles are used with red silk in the windows. 
Concealed lights back of the red silk makes a very 
pleasing effect. This, of course, is a typical Christmas 
A black floor and black background com- 
plete the effectiveness of the picture. 


suggestion. 


at don’t need to spend a mint of money to have 
attractive windows. True, the tendency toward 
lavish expenditure on the part of the big city stores in 
the creation of artistic and beautiful effects appears to 
he on the increase and it might seem that the smaller 
merchant would have little chance in competition with 
the larger retail establishments. But the fact of the 
matter is that it isn’t the size of the appropriation which 
determines the real value of a display, but rather its 
power to compel attention and arouse interest in the 
merchandise displayed. It is really the idea back of the 
display rather than the manner of its treatment that 
makes it effective from a business standpoint. And 
when all is said and done window displays, like adver- 
tising, must be judged in the final analysis by their power 
to produce business. 

To create good window displays calls for talents very 
closely similar to those necessary for the preparation of 
good advertising layouts and the writing of effective 
selling copy. It calls, first of all, for a knowledge of 
human nature and the fundamental principles of selling 
psychology. The window designer must put himself in 
the place of the man in the street and ask himself what 
sort of a window would be likely to arouse his interest 
and make him pause and consider the merchandise on 
display. There are tricks in the trade of getting up 
windows that will attract, just as there are definite prin- 
ciples in advertising and salesmanship. 

Certain appeals can be counted upon, almost invariably, 
to draw attention long enough to serve the purpose of 
the window trimmer. Consider, for example, the news 
photographs which have been put out by various syndi- 
cates and used extensively in the windows of smaller 
shops. These photos rarely pass unnoticed and it is a 
common thing to see knots of people standing about the 
window studying the pictures and reading the captions. 
The answer lies in the fact that people are just natu- 
rally interested in news and current events. When you 
tie up your window display with news happenings you in- 
variably get some degree of attention, even if the con- 
nection is somewhat remote and indefinite. Moving ob- 
jects always attract notice; hence the value of moving 
signs and lighting effects. Sounds have'the same effect, 
and so tickers and buzzers seldom fail of their object. 
although it is doubtful in most cases whether it is good 
business to resort to such obvious methods to draw a 
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INDOWS play an extremely impor- 
tant part in modern merchandising. 
How to create attractive, eye-compelling 
effects which at the same time serve the 
practical purpose of selling is a subject 
that deserves constant study from the re- 
tailer of today. 
Here’s the story of a young merchant 
who gets results at a minimum of ex- 
pense. It’s worth reading. 


















































E 


crowd. The old special-sale idea of 
using dollar bills or other currency in 
window displays is almost a sure-fire 
winner because people have a never failing interest in 
money. 





ETTING attention isn’t the only thing needful, how- 

ever, for a successful window display. 
chandise itself must register with the customer or the 
window has not achieved its purpose. 
plays, as in advertising, you must have a real story to tell 
and an interesting way to tell it. 

With the holiday season so near at hand, every re- 
tailer should make it a point to devote a lot of atten- 
tion to planning a series of displays which will enable 
him to compete effectively with his neighbors during 


The mer- 


In window dis- 


this period, when the window display is such an impor- 
tant factor in merchandising. 
be built on the spur of the moment, but only through 
careful planning which calls for mature thought and 
good judgment. So it’s never wise to postpone such an 
important matter until the last minute. Window dis- 
plays should be planned and worked out on a definite 


Good windows cannot 


schedule, the same as advertising and timed to strike 
the proper keynote for the season and the occasion. 




















Bon 1 skid, iy the Bi New Chal 


Early spring volume will be based 
on familiar shades—because early 
spring costumes demand them! 


COCOA BROWN No. 50—is an extremely smart “accent colour” for all 
light costumes. 


SUANEE BROWN No. 172—matches the dark browns that are promi- 
nent as grounds for spring prints, and as trimming details for light 
costumes. 


GROTTO BLUE No. 1300—harmonizes with the bright navys that are 


due for a revival. 


BEACH TAN No. 910N—is the neutral shade that the average woman 


always demands. 


: O) / 
Lat ter C,. CY/ne 











~~. 
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H G LUMBARD SHOE CO . AUBURN MAINE 


Say, where can 
| get a medium 
grade turn shoe 
that will hold its 

SHAPE 


9 


Entirely new 
method of last- 
ing. Patent ap- 
plied for Serial 
No. 366,639. 


“Lumbard is your man” 


“Turnarch” shoes are manufactured by an entirely new and exclusive 
I i—_ method of lasting, resulting in the following advantages :— 
‘NOTHING TAKES* 
THE PLACE OF } . They are comfortable—need no breaking in. 
' TURNS Z . They are flexible—allowing corrective foot exercise. 
. They have smooth linings. 
. They are corrective—Riveted steel shank gently supports and strengthens arch. 
. They have heavier soles—wear longer. 


. They will hold their shape. 





A NATION WIDE IN STOCK DEPARTMENT 


These shoes carried in stock by the following distributors located advantageously 
throughout the country insure immediate, prompt and efficient service to retailers all 
over the United States 


NAME 
Adler Shoe Co. 
Buckingham & Hecht 
Churchwell Bros. 
Crowder-Cooper Shoe Co. 
De Cou Bros. 
Dower Bros., Ltd. 
Freeman Shoe Co. 
Given Bros. Shoe Co. 
Graham-Bumgarner Shoe Co. 
Graham-Brown Shoe Co. 
The Hurd Shoe Co. 
Sam Levy Shoe Co. 
Leng & Davidson 
Charles Meis Shoe Co. 
Midwest Shoe Co, 
L. M. Purcell Shoe Co. 
B. Rosenberg & Sons, Inc. 
Stewart-Dawes Shoe Co. 


The Washington Shoe Mfg. Co. 


Western Shoe Co. 

Williams Marvin Co. 

Zion’s Co-op Mercantile Inst. 
The Boardman Shoe Co. 


LOCATION 
Savannah, Ga. 


San Francisco, Calif. 


Jacksonville, Fla. 
Indianapolis, Ind. 
Philadelphia, Pa. 
Edmonton, Alta. 
Wilmington, N. C. 
Fl Paso, Texas 
Parkersburg, W. Va. 
Dallas, Texas 
Utiea, N. Y. 
Nashville, Tenn. 
Lancaster, Pa. 
Cincinnati, Ohio 
Minneapolis, Minn. 
Denver, Colo. 

New Orleans, La. 
Los Angeles, Calif 
Seattle, Wash. 
Toledo, Ohio 


San Francisco, Calif. 


Salt Lake City, Utah 
Boston, Mass. 


BRAND 


Timson Comfort Shoes—Hand Turn 

Arch Support 

Churchwell Turns 

The Lumbard Shoe, H. G. L. Shoe Co. 
The Lumbard Shoe, H. G. L. Shoe Co. 

The Lumbard Shoe 

Countess 

The Suave Shoe, Genuine All Hand Turned 
Mae’s Arch Support 

Dr. Austin, Health Builder 

Flex-Easy 

The Lumbard Shoe, H. G. L. Shoe Co. 
The Lumbard Shoe, H. G. L. Shoe Co. 

Dr. Brown’s Foot Arch Shoe 

Combination Last Always Comfortable 
Shirley Ann Arch Support 

Cameo Gen. Hand Turned 

The Lumbard Shoe, H. G. L. Shoe Co. 
Leading Lady, W.S.M. Co., also The Lumbard Shoe 
Luxury 

Dr. Wilmar Gen. Hand Turned Health Shoe 
The Lumbard Shoe, H. G. L. Shoe Co. 
The Lumbard Shoe, H. G. L. Shoe Co. 


H. G. LUMBARD SHOE CO. 


AUBURN, MAINE 


Manufacturers of Turn Shoes Exclusively 


Boston Office 
54 Lincoln St. 


W. O. STEVENS 
J. D. LUNN 
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Pierre Says— 


SPEAKING of SHOE CARRYBAGS: 


“I don’t know what we would do without them” 


WHY? Quicker Packaging; Customer Convenience; Effective Advertising 


926 Boylston Street 
— — 15, 1929 


Conoes Envelope Co. Inc. 


cones, => ** 
Gentlemen: 
ch for the prompt 


n 
y 


us 
ciate 


this type 


don 
ly, I really 
= 73 without them. 
part of our store. 


't know what we 
They are ®& 


Yours very truly ’ 


PIERRE, INC. 


hk 


Pleased customers 
and your ad on 
each bag 

TURN DEAD 
WRAPPING 
EXPENSE 

INTO A PROFIT- 
ABLE INVEST- 
MENT. 


PRICES YOU 
CAN AFFORD 
TO PAY! 


Here are some of the thousands that ure COHOES SHOE CARRYBAGS. 


Hanan Stores, Walk-Over Stores, Enna Jettick Boot Shops, Forsythe Stores, 
Dyas, Los Angeles, Peirce, Providence, Wanamaker, Lord & Taylor, Franklin 
Simon, Bloomingdale’s, New York, Dobyn’s, Long Beach, Calif., Forman, Roches- 


ter, Hahn’s, Washington, D. C., Petty’s, Pittsburgh. 


Samples and Quotations Promptly Sent! 
COHOES ENVELOPE CoO., Inc. 


MAIN OFFICE AND FACTORY: 
Cohoes, N. Y. 


NEW YORK SALES OFFICE: 
342 Madison Ave., New York City 


} 


-SHACKFORD © AULT-SHACKFORD @ 
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ANN ELISE WELTS 


New Arch-Supporting Shoes 
Fine Fit—Superior Materials 
Smart Styles at $5 to $8 Retail 


The new Ann Elise samples for Winter business are now 
ready—welts, fashion welts and Kollege Kick types—in 
new styles and patterns. 


Here’s the finest welt-value you can find upon which to 
lay the foundation of consistent success in selling welt 
footwear. Carefully made to achieve fine fitting quali- 
ties with materials superior to those used in any other 
welt line selling at similar prices. 


Ann Elise shoes are planned and patterned to draw more 
trade for you from the Great Open Market—the modern- 
minded women who appreciate smart, and well-made 


footwear at $5—$6—$7—$8 retail. 


Write for the New Agency Plan 


.S.P 
ab SRA OF 


W1808—Black Kid Four Fyelet Tie, 
W5104—Black kid, black lizard strap, 14/8 heel. In stock Auburn, AA, A, 


14/8 noel. In stock Auburn, Age.26 IN-STOCK 
W3608—Same in Brown Kid. In stock 


were Ata. AA, 4. 50. 3 See St. Louis—Auburn Auburn, AA, A, B, ©, D......83.75 
Auburn, AA, A, B, ©, D . 
P5104—Black Kid, same as W5104 on 
Piedmont last. In stock St. Louis, 
AA, A, B, ©, D $3.25 
P6104—Patent Leather, same as W6104 
on Piedmont last. In stock St. Lous 


AA, A, B, C, D 
P8104—Brown Kid, same as W8104 on 


AULT-SHACKFORD 


SHOE COMPANY 


BOSTON, MASS. AUBURN, ME. ST. LOUIS, MO. 


(Sales Office) (Factory and In-stock Dept.) ake 











®AULT-SHACKFORDGOAULT-SHACKFORD@AULT-SHACKFORD 
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Satisfied Customers 


SATISFIED customers mean repeat sales. The 
iia many advantages of LACING HOOKS make 
satisfied customers. LACING HOOKS are con- 
venient, comfortable, easy to lace, and allow a 


When you order 
specify 


visible eyelets 


snug ankle fit. 


TUBULAR RIVET AND STUD COMPANY 
UNITED SHOE MACHINERY CORPORATION, Selling Agents, 205 LINCOLN STREET, BOSTON 
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WONDERFUL 
VALUES 
FEATURING 


The story of “Beacon Shoes” 
can be told in two words 

incomparable values. These 
four numbers enjoy the distine- 
tion of being leaders with 
many dealers. Let us send you 
a catalogue of these fast selling 
numbers and also our custom 
grade “Kling-Arch” shoes, re- 
tailing at $6 and $7. 

Our stock department 


is at your service for 
immediate shipments. 


= 
F. M. HOYT SHOE CO. iT, 


MANCHESTER, N. H. 
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Oxford, made 2 
JETTA Calf, Fithis 
Last, Rubber Heel, $34 


Craddock-Terry Co 
—~ Lynchburg, Va. 


BLACK Leads as 
the Aristocrat of Style Mode 


The special tannage of JETTA Calf gives to each skin a 
depth of color that truly makes this the very best of all 
black calf. This fine calf has a rich lustre—a fine grain with 
tight break, and a mellow character that makes for comfort 
in the fitting of shoes made of it. 

JETTA Calf fits any price range of footwear, for it can be 
adapted to any kind of finish required. Its cutting area is 
uniform. 

To the shoe merchant it brings an added sales help. JETTA 
Calf footwear—in men’s and women’s medium or fine 
grades—has a style appearance a bit different from other 
black calf footwear. Desirability is thus added to the base 
element of quality or durability. Both are vital in meeting 
your customers’ expectations—and you give the consumer 
values that make for repeat business. 

JETTA Calf makes women’s fine tailored types of foot- 
wear look very smart. 


Specify JETTA Calf for your leading style numbers. 


Swatches on request 


OHIO LEATHER Co. 


CPM BOA BRED ~ EDAD 
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There is money in baby shoes—-good money. 
To get that money you need— 


Enthusiasm to specialize in baby shoes 
The right line of baby shoes. 


Here’s the Rankin Dry Goods Co. out in Santa 
Ana, Cal. They’ve got the right line—Ideal 
Baby Shoes. So enthusiastic are they about it 
that they devote an entire window to the three 
principal Ideal lasts, covering the development 
of the infant foot. 


Result—they are making money from Ideal 
Shoes. Santa Ana mothers recognize them as 
baby shoe experts and fitters. Business just 
naturally flows in. 


So an Ideal business grows everywhere. It first 
captures the confidence of the merchant, and 
his enthusiasm, in turn, captures the confidence 
of the buying mothers. 


MRS. DAY’S IDEAL { 5S.) } BABY SHOE CO. 
DANVERS, ut / MASS. 


Chicago——325 W. Jackson Blvd. New York——-387 4th Ave. 
San Francisco—49 4th St. St. Louis—1307 Washington Ave. 
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Machine is usually equipped 
with Climax Brush No. 4642 
of cloth, and No. 197 

of yarn 





Clean Merchandise 


Nosopy wants to buy shoes that have become soiled or marred 
in handling. Why jeopardize the sale of a pair of shoes when you 
can make them presentable to your customer by cleaning or polish- 
ing them in a jiffy on the Shoe Cleaning Machine — Model A. 





This motor-driven machine will accommodate two cloth or yarn 
brushes or a combination of each as desired. The motor is belted 
directly to a. grooved driving pulley on the shaft carrying the brushes. 
Set up this simple, compact machine in your stock room and con- 
nect it up with the nearest electric light socket. The Shoe Cleaning 
Machine — Model A, is now standard equipment in all up-to-date © 


retail shoe stores. 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 


pS ee 276 Main New York, N.Y....... .... 37 Warren 
306 Broad Philadelphia, Pa 221 North 13th 

11 Florence PIE, Is Wocecccvcvccecess 130 Mill 

St. Louis, Mo 1423 Olive 


Haverhill, Mass. San Francisco, Cal 859 Mission 


Chicago, Ill 
Cincinnati, Ohio 
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TRACE MARK REGIBTEREO 





BROCKTON, U.S.A. 


TO RETAIL AT TEN DOLLARS 


15 STYLES IN STOCK 
AA to E Widths Sizes 5 to 12 








Sales 1929 


Sales 1927 M. A. PACKARD COMPANY 


BROCKTON MASSACHUSETTS 
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HEYWOOD’S 
YORKWOOD - BN STOUR 


No. 89 Black Scotch Grain 
No. 90 Tan Scotch Grain 
A, B, C, D, $6.35 


Genuine Imported 
Black or Tan 
Scotch Grain 





In Stock Also 2 Grain Oxfords on 
the Leeds Last with “Gold Spot” 
Soles No. 96 Blk., No. 95 Tan 


$6.50 














HEywoop Boot & SHOE Co. 


MANUFACTURERS OF MENS FINE SHOES 


WORCESTER, Mass..VS.A. 














AOCHESTER 


SHOES 


“RAYO” 
Special Process 


B-338—Genuine Brown Lizard....$7.5 
B-339—Genuine Black Liza $7.5 


“TAMEA” “PARTHY” 


Special Process Special Process 
B-282—Genuine Black Small 8-324—Brown Suede and 
Lizard $7.50 Brown tch 


“VERDELLE”’ 
Special Process 


Black Small Grain B-320—Genuine Black Lizari with Mat 
seeeesecevecsepesosnsee $7.00 Kid Quarter + 0 GB.35 


B-326—Genuine Brown Rajah Lizard B-322—Genuine Brown Ca! 
$7.00 with Brown Kid Quarter 


Terms, Net 30 Days. Twenty-five cents additional for orders of less than ‘hree palrs. 


“INDRA” SIZES—AAA, 5 to 8; AA, 4% to 8; A, 4 to 8; B, 3% te 8; C. 3 08 


Special Process 
B-225—Genuine Brown Lizard with 


" eae Brown Kid Quarter............ $6.25 THE MENIHAN COMPANY 


—_ Special ogy Quarter $6.25 In-Stock Department 
-282—Genui Brown Small Grain - 
a Dean Kid $6.50 <— 2 , = te Mateh.... ROCHESTER, N. ; = U. s. A. 
B-132—Genuine Blue Lizard with Blue Makers of Menithan Arch-Aid Shoes 
5 


B-261—Genuine Black Small Grain 
Lisard with Mat Kid Quarter. .$6.50 Kid Quarter See page 90 for additional Menihan IN-STOCK Shoes 
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Paris approves 


the Style of the 


new Gaytees ! 


So smart are the 1930 Gaytees that Paris has given 
its enthusiastic approval to their smart lines, their 
colors and their fabrics. 


And if you were suddenly to find yourself in Paris 
on a rainy day, you’d see some of the leading dress- 
makers, their salesheads and mannequins wearing 
the new Gaytees. 


In our advertising this year we 
will stress the need for Gaytees 
to harmonize with every type of 
costume. Women will be encour- 
aged to buy more than one pair. 





We are doing this because— 
first, it is entirely logical, and 
second, because it gives you a 
chance to increase your business. 


Look for the Gaytees adver- 


tising in the following magazines: These new “Gaytees” are ‘smart 
; in style and very comfortable. 
_ ; 

Ladies’ Home Journal, October Being of shades to harmonize with 


and November—Delineato r, my new Winter colourings they 
give a real appearance of smart- 


October and December— Vogue, ness which achieves the impor- 


. " , tance of the street ensemble in all 
October 12th and November 9th Sade 


—Harper’s Bazar, October and 
December. 


Gaytees 


— the Tailored Overshoes 
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F. Hecht & Company, Inc., announce the new line of 


BOROSO 


(REG. U.S, PAT. OFFICE; 


ea Leathers 


FTER four years of constant 
experiment — many trials — many 
failures—at last comes success! A 

line of perfected fashion leathers now ap- 
pears on the American market. Its name 
is Boroso—tanned in Austria. 

Boroso—genuine natural leather from 
the sea—brings a new beauty to light. 
The feel, the texture, and the delicate 
sheen of moire silk. An interesting rich- 
ness and beauty of grain. The flexibility 
of kidskin with extraordinary toughness. 
Boroso will not scuff—it cannot crack. 
Yet it is easily workable into shoes and 
bags of smart distinction. 

The furore of the new season in Paris— 
Boroso is featured by Hermes, Hellstern, 
Julienne, Busk, Vogue and other shoe 
and leather goods houses. 

In America, Boroso is introduced by the 
House of Hecht—sponsors of the famous 
style success—Alpina Reptile Leathers. 

In the lines of those few creators of 
the mode in America, Boroso has already 
made its appearance. 

This new leather is available for imme- 
diate delivery in Brown, Black and Navy. 
Spring deliveries begin December Ist ina 
line of smart and seasonable shades. 
Genuine Boroso cannot be imitated. The 
name is the exclusive possession of Hecht 
in America. 


F. HECHT & COMPANY, Inc. 


Sole American Distributor of Boroso Sea 
Leathers and Alpina Genuine Reptile Leathers 
Shoe o! Boroso 


44-50 East 32nd Street - New York Baby Shark 
i by Delmaa 
SSAA A NR CARRIE eS AERP 
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$5-56 **You need no longer be told that you have an expensive foot” $5-$6 
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ENNA JETTICK 
SHOES 
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Note the 165 different sizes and widths of ENNAJETTICK Shoes $5.$6 


Tue SUCCESS 
of OUR DEALERS 


in handling the famous 


national - - - ENNA JET TICK 


advertising - - line lies between 

by radio - - the extreme size range 
and rotogravure shown above and the pledge 
and the fact - - on the shield below. 
that a full range 


of sizes and widths 


are now & ‘K) 


IN STOCK SHOES FOR WOMEN 


Zoltmn 144°) 
guarantee to our. - NO LONGER 
dealers the ability BE TOLD 

THAT YOU 
to make good the HAVE AN 


Enna Jettick Pledge | Dunn & McCarthy, _EXPENSIVE 
Auburn, N. Y. zero)! 
a AAAA to EEE Sizes 1 to 12 














oroso 
hark 
man 
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Two important questions every retailer should 
ask himself . . . when buying a woman’s shoe 


The Littleway method of lasting . . . that is fastening the upper 
directly to the insole . . . employs a fine curved wire staple that 
clinches within the substance of the insole without completely 
penetrating it. This leaves the inside surface of the forepart and 
shank absolutely free from metal and tack holes. The wire staple 
gives.a perfect fastening, maximum holding power, and comfort. 
That the trend is toward Littleway is evidenced by the fact that 
over 1,000,000 pair were lasted by this method during August, 


The method of attaching the outsole to the Littleway Shoe is 
optional. 


The lockstitch is universally recognized as the 
most satisfactory and secure form of sole fasten- 
ing, and has been used for many years around the 
outside edge of the Goodyear Welt sole. The out- 
sole of the Littleway Shoe should be attached by 
means of the lockstiteh . . . which is placed, accu- 
rately, through the sole to the inside of the shoe. 


The lockstitch seam . . . composed of a series of 
hinges . . . adds flexibility and durability to com- 
fort and style, giving the Littleway Lockstitch Shoe 
all the essential characteristics demanded 
in women’s footwear. 


WwW 
Littleway Process Company 


205 Lincoln Street, Boston, Mass. 
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THE SEASON’S OUTSTANDING LINE 





HURLEY ARCH SHOES 


MAY RETAIL AT 


IN-STOCK 


Roamer 
Foxed Oxford 
10444—Tan 
10518—-Gun Metal 


Also 
A Long Line 
of 
Made to Order Samples 


Write for 


Besto 


10540—Tan 
10552—Gun Metal 


Rangeley 


10432—Tan 
10546—Gun Metal 


Agency Plan and the 
“Help You Sell ’Em” 


Ht Gear 
10436—Tan 
10548—Black 


policy 


Also 27 Numbers 
Gripsem Arch In Stock 


Dawn 
10442—Tan 
10568-—Black 


METATARSAL 


ARCH 
Built Into the 
Innersole 


A new comfort for your customers and 
a new talking point for you. Indispen- 
sable to some feet, beneficial to all feet 
—here is a demonstrated improvement 
that the customer can see and appreci- 
ate. It has been approved by some of 
the country’s best foot specialists. It 
is easier to sell an idea than it is to 
sell shoes. 


You will find the Hurley Arch a most 
salable idea and every time you sell 
the idea you reap the profits of a $10 
sale. 
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Good Shoes and Good Will Built Consumer Demand 


We believe we can say with all modesty that no line of shoes 
has a higher national reputation for style, fit and service than 
Hurley shoes, famous for generations past and the best of 
quality footwear for generations to come. 


It is good business for us to cooperate with you in ways that 
will help turn your merchandise and make a ready profit. 
If interested, write us today. Our line and our service will 


help build everlasting good-will. 





You, too, will say “IT’S TODAY’S BEST BET” 











HURLEY SHOE (0. 


ROCKLAND, MASS. 


Custom Shoemakers Since 1856 





VAN RAALTE 


Color Costume 


Harmony Chart 


W 


Based on new Shoe Leathers 
This Fan instantly suggests 
the correct new Hosiery Colors! 


It’s the Display that should stand on your Hosiery 
Counter throughout the Fall and Winter Season. It 
suggests three correct colors for each of the nine cos- 
tumes it shows—yet it enables you to keep your hosiery 
colors down to 20!—and to increase your turnover. 


The Right Hosiery 
for Spectator Sports, 
Street, Afternoon, 
and Evening Wear 


It provides a guide to every woman by which she 


can select hosiery colors most flattering to herself and ~ 


to her costumes. It shows the right new beiges for wear 
with brown reptile, suede, and calfskin oxfords; the 
darker tones to accompany pumps of black, navy, blue, 
and dark green suedes. This Chart shows at a glance 
the correct hosiery tints to accompany evening slippers — 
pastel satins and brocades. 

We closely collaborated with leading shoe leather and 
slipper satin manufacturers—as well as the creators of 
dress woolens and silks—to make this Costume Color Chart 
absolutely authentic and definitely helpful to you. 


VAN RAALTE COMPANY 
295 FIFTH AVENUE :: NEW YORK CITY 





UALITY 
DELIVERY 











DIRECT TO YOUR 
7 SHOE FACTORY 


An attractive buckle adds smartness 
to an attractive shoe. 


“BRIER MFG. CO. 


PROVIDENCE, R. I. 
v Vv 

















HUMPTY-DUMPTY 


Shoes 


(an be made the outstanding children’s line in any commu: 
They make friends quickly among the children. 

They are outstanding good fitters, smartly styled in the 
taste and they show value in material and construction cons 
ably better than the usual shoes in their price range. 

We help the dealer too. Let us send some samples, prices 


WILLITS SHOE CO. 


HALIFAX, PA. 
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Better Slippers 
Cannot Be Made 


Vanity Fair 
No. 801 

Ladies’ fine satin D’Orsay, pastel toned satin 

lining, smooth folded inner, imported colored 

rhinestone ornament, padded grain kid sole, 

moulded counter, steel shank, 6/8 wood 

covered heel, leather top lift. 

In Stock: Black with peach satin fy | 

and black with Nile satin lining 82.00 


1521 
Kid opera with full grain kid sole to match, 
Sun Tan Moire lining, heavy padded balloon 
sole 1.95 
In Stock: Brown, Red, Blue, Green, and 
Purple. 


Berkeley 
No. 1521 





Vanity Fair ‘ 
No. 521 

521—Ladies’ genuine “Vici” D’Orsay, 
“Suntan” moire lining, smooth 
folded inner, moulded counter, 
steel shank, 12/8 covered heel, 


leather toplift, padded grain kid 
sole to match. 


HIS in-stock showing of General Footwear’s is an unusual line of remarkably good 
values which dealers can profitably merchandise at popular prices. 


GENERAL FOOTWEAR CORP’N. 
Menufecturers of ERK FES Quality Slippers for Men and 


Vanity Fic Quality Slippers for Women and Children 
476 BROADWAY 


Distributed by M. J. Saks Shoe Corp., 144 Duane St., New York 


NEW YORK 
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ARE IN THE SPOTLIGHT! 


N ALMOST every city in every Thousands and thousands of well-dressed 


town—in every village — at least men who know Standard Spats and thou- 
one Shoe Store, Department sands and thousands of men who never 
Store or Haberdasher features wore spats before are buying Standard 
Standard Spats .... For over 50 years the Spats today. First because Spats are on a 
name STANDARD has been associated with wave of popular approval; Secondly because 
finer spats . . . spats that afford the utmost Standard’s national advertising is presenting 
in perfect fit... . tailored impeccably .... the comfort features of Spats as well as their 
fine in fabric... . correct in every detail. obvious style features. 
The STANDARD SPAT line includes a complete selection of 
fine spats to retail profitably from $1.50 to $5. A stock depart- 


ment is maintained for your convenience. Send for descriptive 
price list and details of our national advertising campaign. 


IT PAYS TO FEATURE STANDARD SPATS 
. 


S. RAUH * CO.. 650 — 6th AVENUE, NEW YORK 
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THE HAIG 


Seldom is anything new devel- 
oped in leather whose out- j 
standing superiority is so obvi- 

ous. This “IMPORTED HOL- 

LAND GREEN” is the King 

of Winter Leathers. The cut- 

sole is extra heavy and of top 

quality. 

Style No. 323 
IN STOCK 


Ato D 


$4.25 


Less 2% 20 days 


i 








FASHION BUILT 


FREEMAN-BEDDOW SHOE MFG. CO. 


Beloit, Wisconsin 
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ARCH FORW .. . . For dress wear 
Super-Flex (Cement) Process . . . $10.00 
Littleway Process. ....... 8.50 


ARCH FORM .. ._ For general wear 
Flexible Shank Welts . .. . . . $10.00 
Firm Shank Welts ....... . 8.50 


icaniaieieieeiaiiaceasiitatit ie teeta ine nea 








ERHAPS she works in an office or shop— 

runs a modern household or leads the 
active outdoor life of the American sports- 
woman. But whatever her sphere of activity, 
whatever her age—be it 18 or 40—she is your 
logical prospect for the Arch Form style shoe. 
For here is the modern idéa in shoes for 
women—as different from what has gone be- 
fore as modern retailing is different from old- 


ancl F O h Ny fashioned “store keeping”. Discarding all the 
Ditty) THOMAS G. PLANT 


BOSTON, MASS. --- IN STOCK 


Chicago Sales Office: 209 South State Sireet 
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this amazing shoe! 


known ideas of comfort-shoes, Arch Form 
made, first of all, a shoe that was beautiful. 
And then, spurred by necessity, invented the 
cupped heel seat of live cushion rubber and 
thus made it possible for a high heel, high 
style shoe to be fully as comfortable as the 
shoe with a 14/8 or lower heel. 


The new Arch Form line now being shown 
in all the wanted materials and colors should 
be seen by every live merchant who is pros- 
pecting for new ways to increase sales and 
profits. Remember, the comfort features of the 
Arch Form are exclusive and that with all its 
beauty of line, superb fitting qualities and 
fine construction it is, nevertheless, aimed at 
volume business—the rich and profitable 


$10 and $8.50 ranges. 


CORPORATION 
CENTERS: BOSTON - ATLANTA 


New York Sales Office: 908-910-912 Marbridge Building 
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CAPRICE, $10 Retail 


MYRL, $8.50 Retail 














The thumb points to the famous “Shock Absorber” 
cushion heel seat in all Arch Form footwear, which 
permits low heel comfort in high style shoes. 











EXCEPTIONAL VALUE 
IN STOCK 


2.370% 


Men’s Black Smooth Side Leather Goodyear Welts. Made in the Brockton District. 
Union Made. Rubber Heels. 24 Pair Cases, Sizes 6/9, 6/10, 6/11, 7/9, 7/10, 7/11. 


Terms: Net 30 Days 


ALTMAN BROS. 


Jobs Exclusively 


CINCINNATI, OHIO 








Fa, 


_ ~— 








Cc. P. FORD & C., Ine. 
Rochester, N. Y. 


Ford’s Footwear of Fashion 


Style (by Chevillat) is not the only feature of Ford fashions. Buyers insist 
on Ford shoes also because they fit perfectly and have all the 
elements of Quality 


“Ford Means Repeat Sales and Good Profits” 


Cc. P. FORD & CO., Inc. 
Makers 
Rochester, New York 
Detroit: Burns-Gray Bldg. Ray Wagman. 
Chicago: 1815 Republic Bldg. Ray McCarthy. 
New York: Marbridge Bldg. Jack Galway. 
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THE Oval eyelet is ideally suited for the 
sturdy appearing Scotch-grain winter- 
weight oxford . . . Diamond Brand 
Visible Fast Color Eyelets are used 
by manufacturers because of their 
appearance, convenience, and 
durability. They denote extra 
value and give the shoe an 
added touch of smartness 
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MOND. BRAND asbica 











PROTECTIHION |( 


Celastic Box Toes possess a sturdiness 
that gives adequate protection to the 
toes of the wearer and preserves the 
original toe style of the shoe through 
long, hard wear. . . Yet, there is no 
feeling of stiffness or discomfort, for 
Celastic possesses a flexibility that pre- 
vents pinching, as well as a durability 
that prevents sagging. Celastic —The 
Quality Box Toe, keeps the toe look- 
ing young even when the shoe 


has become old. 


United Shoe Machinery Corporation 


Boston, Massachusetts 





THE QUALITY 
BOX TOE 


U/C 















































=F 7 
SHOE STORE 
SERVICE SECTION 


Devoted to -Aatters of Display and -Merchandising «Methods 


it 


= 








HiInNGs To REMEMBER 
~ NOVEMBER: 


November 1-9 

Days of historic interest should not be overlooked in your plans for window 
displays. Armistice Day, November 11, means much to all who served in 
the late war or had relatives in it. Let your window decorations include some 
suitable reference to this day. It need not be relevant to the merchandise 
display. 

If you haven’t the illustration ready for your Thanksgiving ads, get these 
in work without delay and avoid that last minute rush. 

Also complete preparations for Christmas. The decorations should be 
ordered by now. Have you listed your requirements in the way of gift 
boxes, Christmas wrapping paper, ribbons, tape, etc. ? 

Display some storm footwear this week. 


November 11-16 


How do the short lines stack up now? Post the salespeople on cleaning out 
those that won’t continue to size up. 

You'll want extra clerks for the holiday season. Line them up now and 
give them what information you can, so that when needed they can come in 
and go to work with a minimum of attention from you. 

Put in one window a display of footwear for seasonable gym and outdoor 
sports. 


November 18-23 

This week and until Thanksgiving feature shoes for dress. Don’t crowd 
out the juveniles. 

Hosiery and ornaments fit in with the dress-up idea. Show some of these 
in connection with specific shoes—hosiery of the right shade and ornaments 
of the right type for use with those shoes. 

Just after Thanksgiving is a good time to hold an employees’ meeting. If 
you furnish them now with a typewritten outline of the matters to be dis- 
cussed, that will give them an opportunity to have some suggestions ready. 








November 25-30 
Right after Thanksgiving there are several chores to be done that are 
peculiar to just this time. If not sure that all these are on the lists of duties 
assigned to employees, it will be well to check up on them and issue full 
instructions now. 
Friday is a good day to run a few bargains in discontinued numbers to 
trim off the loose ends of stock and make room for Christmas goods. 
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GET 
Your NEW BUSINESS) 


Salesman with this 
Recommended 


a Wonderful 
Cleaner— 


for my reptile slippers—that’s 





OUTSIDE DISPLAY CAS} 


at Lowest Cost Per Customeg 


why I came back here. 


OME customers say that. And 

a great many more think it. 
Very often selling a bottle of 
Cavalier Polish with a pair of 
shoes wins a life long customer. 
And that customer can’t duplicate 
the polish you sold at a cut rate 
drug store, either, for Cavalier 
Polishes are sold only through 
the shoe merchant. 








Cavalier Reptile Cleaner re- 
moves dirt, grease, and imparts a 
lustre that makes the shoe look to bot 


new. winde 
carrie 
. There’s a Cavalier Polish for On 


every shoe to help you give added Outside placec 


service and make added profits. : ; Case No. 512 which 
Without adding a penny to your top o 


overhead you can turn unproduc- 
ioe tia ite tive floor space into business-build- 
Write for our “Dictionary ing display by installing an outside 
of Leathers”—Yow'll find it “Silent Salesman” Show Case just as ba 
interesting and helpful. outside of your door. Fill this case Th 
with your leaders — and watch matct 
passersby stop and enter your store th es 
instead of walking past. Attractive \s V 
and persuasive, this business-getter th, 


THE CAVALIER will bring you new customers at the with 
lowest per customer cost. And will rape 
CORPORATION last you a lifetime. Write TODAY 


table 


betwe 


winds 
J. V. Lobell, Pres. for our new catalog featuring dis- taffet 
pee cee play cases for EVERY PURPOSE. z 


DETROIT SHOW CASE CC mohai 
1670 W. Fort Street, Detroit, Michiga Th 


New York Office and Warehouse—344-346 East 32nd »treet taffet; 
Pacific Coast Office—450 Skinner Bldg., Seattle, ash - 


Baltimore, Md. 
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MILLER, State Street, Chicago, decided to put in 


window of bottle green shoes. It is customary 


® with this store to build a display around one cen- 


Stral theme: a color—a material—a type of paitern. 


The theme this time being bottle green, R. C. Poirer, 
display manager, hit on the idea of using green bottles 
asa display accessory—a novelty which added materially 
to both the attention value and the memory value of the 
window. Note how simply and effectively the idea was 
carried out. 

On a display table in the center of the window was 
placed a small platform supporting five cube lights on 
On 
also on the 


which were letters spelling the word “GREEN.” 
top of the cube lights were green bottles ; 
table were other bottles with the necks extending up 
hetween the letters. In a few places bottles were used 
as bases of display stands for shoes or bags. 

The shoes shown were all of green suede, with bags to 
match or harmonize. The hosiery was Broulae, a gray- 
ish cast which blends in beautifully with bottle green. 
\s Milicr especially recommends suede shoes for wear 
with Panné velvet, a large piece of this material was 
raped on the display shelving on the street side of the 
window. The background was covered with jaspé rayon 
taffeta in light tan. 

The drop curtains in the background were of modern 
mohair in a German multi-colored design. 

The floor was covered with copper colored rayon 
taffeta, which blended well with the copper tubing, which 
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Making it easy for the cus- 
tomer to remember “botile 
green,” the I. Miller store 
in State Street, Chicago, 
placed a number of green 
glass bottles in the display 
window illustrated here. 
The bottles are on the 


long stand under the word 
“green” 


ran up through the shelving to the right of the window. 
This same tubing was used as a crossbar for the display 
table. 

The general decorative treatment was distinctly Ger 
man in feeling, due to its severity of line. 

The increased number of people who stopped to look 
in this window indicates the pulling power of novel 
treatment. This is a good example of what can be done, 
with a little ingenuity, in “putting across” a color. 

Another instance is the “Rhapsody in Blue” window 
recently used by the same store. In the center of this 
window was a large show card, covered with musical 
Each 


shoe was placed on a facsimile manuscript of music, to 


notes, bearing the caption: “Rhapsody in Blue.” 
convey the idea of tone harmony. Dress materials with 
which blue kid and blue suede shoes are most effectively 
worn were used in the display. The hosiery display was 
in Manon, a grayish tan shade very suitable for use with 
blue; also with black, green, burgundy and all dark dress 
colors. All in all, the blending of tones was aptly 
attuned to the idea of “Rhapsody in Blue.” 

The IDEA is the thing! 

Moreover, nobody has a corner on ideas. A display 
with an idea back of it can be developed by the average 
shoe store and will prove more effective from a sales and 
publicity standpoint than the most extravagantly expen- 
sive trim that can be imagined, if the latter be lacking 
in merchandising punch. Many a successful store has 
made its way to prosperity mainly through the effective 
use of intelligently planned merchandise displays. 














Greater Seating Capacity 














3 Important Essentials 
For Successful Shoe Store Operation 
Now Given You In 
American Interlocking Shoe Store Chairs 


More and Better Trade—Customer Confi- 
dence—Greater Prolit— American Inter- 
locking Shoe Store Chairs contribute these 
3 major essentials to build up your shoe 
store business. Your store takes on an air 
of distinction when “American’’ equipped. 
Is made attractive — inviting to more and 
better trade. For ‘“‘American” Chairs 
provide that atmosphere of refine- 

ment which discriminating shop- 
pers seek. Build that customer  { 
confidence so necessary to repeat 
business. Reflect sound manage- 
ment and better values. The result 
will be a bigger profit that makes 
possible successful shoe store 
operation. 

For fifteen years we have been 


Ht 


New Sols 


cp SEATING 


— 


‘‘New Styles in Shop 

Seating’ shows many 

attractive styles and 
arrangements 


building beauty, comfort and utility into 
shoe store chairs. Cur engineering and 
draiting departments are at your disposal. 
Write us, furnishing dimensions of your 
store and general layout. We will submit to 
you, without obligation, a seating plan that 
will give you greater seating capacity and 
add greatly to the decorative effect. 


-\, Free 32-Page Book 

A free copy of this helpful and 
practical book, “New Styles in 
Shop Seating,” will be mailed to 
interested shoe store owners and 
managers. 32 pages of seating sug- 
gestions for modern shops. Shows 
the way to better trade and pres- 
tige. Write for a copy, today. 


American Seating (6mpany 


1060 Lytton Bldg. 
BRANCH OFFICES 


Philadelphia: Rm. 705, 1211 Chestnut St. 


SIZ 


Chicago, Illinois . 
New York: Rm, 600, 119 W. 40th St. 
Boston: Rm. 304, 69 Canal St. 
ST i, SNE ee FSA ge 
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Five Great Features 
Greater Beauty 


Greater Comfort 


Greater Durability 
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—says this alert Merchandise 
Manager, and attributes 90% 
, O of his gain to installing a 


Merry- Ge=Reurrd-Shoe Shop 








as , , And Parents Stay to Buy 
Children Bring Their Parents ° . 


The youngsters insist on visiting the Zoo 


—tugging ahead, eager to show them, first—that gives you first chance to sell. 


and eager to play in the Shoe Shop Zoo. 
Until you have seen it, you’ll hardly be- 
lieve the advertising -value, the “pulling 
power” that it has. 


From here, there, everywhere, come re- 





ports of a magnificent increase in busi- 
ness—wherever these advertising fixtures 
are installed. 


lhe Merry-Go-Round Shoe Shop appeals to children’s imagination—carries them away to the land of “Let's Pre 
tend” while you fit shoes and close the sale with their parents. 

Not merely a fixture, but a complete advertising service unit for your children’s department—announcements, novelties, 
newspaper ads, cuts, window displays, and all. 


It works! It gets the business! As is evidenced by the scores of enthusiastic testimonials we receive from users. 
May we send you copies of some of these? See for yourself whether this merchandising plan is appropriate for your 
own problems. Write today—no obligation. 


THE AD-CRAFTS SHOPS Cedar Rapids, Iowa 


Compliment Your Customer by offering 


an a. See 
S3\ | ye, 

















Appearance 
and Value 
far exceed 
their cost 








Our Shipments Tell the Story—merchants 


' FELTS—KERSEYS and 
see the extra profits obtainable selling these REPORTED BOK CLOTHS 


Price $11 to $33 Per Dozen. 
SPARTON SPATS 
Tans and Grays Only 
$18 Per Dozen. 


easy-to-clean spats and place their orders in 


good season. 


Soa y, Frosty weather sells spats—is your stock ready to ring the cash 


Specialists register? 
for Samples sent for your approval. 


D Mears CHAS. F. CLARK, Inc. 
1403-1411 W. Congress St. Chicago 
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Another JOHN DAVID STORE 


PLANNED AND EQUIPPED BY THE 


GRAND RAPIDS STORE EQUIPMENT CORPORATION 


We started serving the famous John David chain 
of twelve men’s stores many years ago. 

One after another, as new stores were estab- 
lished, they were Grand Rapids planned and 
equipped, among them the beautiful store at 
Fifth Avenue and 43rd Street, which was opened 
early in 1929. Now, the newest and finest—at 
Broadway and 32nd Street—has just been com- 
pleted. 

By every standard of art, architecture, and 
scientific store planning, it is universally judged 
‘a brilliant example of modern, successful mer- 
chandising. 

Our store architects collaborated closely with 


those of John David. Our designers conceived the 
plan, our store planning division shaped it into 
an efficient sales-machine, the lovely paneling 
was conceived and executed by our own craftsmen, 
and our own great plants produced the finished 
fixtures so that, years hence, they will be as beau- 
tiful—and as efficient—as they are today. 

To the John David Stores and thousands of 
stores everywhere—stores of every kind, size and 
type—Grand Rapids has brought increases in 
sales and decreases in sales cost. The value of this 
experience to the merchant who is establishing a 
new store, or modernizing an old store, can scarcely 
be over-estimated. 


We have recently published a book, *‘The New Way Method in Merchandis- 
ing,’ profusely illustrated with views of store interiors, and containing many 
practical sales ideas. It will be sent free on request. Simply mail the coupon. 


GRAND RAPIDS STORE EQUIPMENT CORPORATION 
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Executive Offices: 


Grand Rapids, Gentlemen: Please send full information and a free copy of —z_19 Grand Ray ls Repor 
Mich. your new book “The New Way Method in Merchandising” nat Portland. | 're. > t 
Branch offices and , j Baltim: a 
representatives in = New York ‘ity "ag 
every territory oa | 

e 


, Natio 
IP MENT Statle 
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Granp Raptps Store Equipment Corporation, Grand Rapids, Mich. Factori: no tir 




















STORE PLANNERS, DESIGNERS ;AND MANUFACTURERS OF FINE STO 





THE TRAVELING 


A A 


FFICIALS of the N. S. T. A. or 

their representatives will attend 
the forthcoming hearing to be held by 
the Interstate Commerce Commission 
at Washington, D. C., in connection 
with the commission’s investigation of 
extra fares charged by railroads on 
some of their faster trains. The date 
for the hearing has not yet been set, 
although formal announcement of the 
investigation has been made by George 
B. McGinty, secretary of the commis- 


sion. 
The N. S. T. A. has always been 
active in the agitation against such 
extra charges made by railroads and 
has contended from the first that they 
work a hardship on the traveling man 
which is unjustified and unfair. The 
planned investigation will take up the 
question of extra fares on passenger 
trains in addition to regular passenger 
and Pullman fares and surcharges. 


HARLES W. STILES is now han- 

dling the line of the John Pilling 
Shoe Co. of Lowell, Mass., manufactur- 
ers of misses’, children’s, growing girls’, 
and youths’ shoes. He will confine his 
sales activities to the western Penn- 
sylvania district, making his head- 
quarters in Pittsburgh. Mr. Stiles for- 
merly was with the M. A. Packard Co. 


LARGE delegation of shoe travel- 

ers, members of the N. S. T. A. 
Styles Committee, were in New York 
last week in attendance at the styles 
conference of the allied trades. Among 
them were Frank B. King, chairman of 
the committee; T. A. Delany, secretary; 
N. P. Merrill, Robert Emmett, Norman 
Southers, P. J. Watson, Robert Smith, 
Lou Hart, K. C. Stephens, Albert Kent, 
Fred Daugherty, Clarence N. Coggs- | 
well and Charles W. Evans. 
HEADQUARTERS of the National 

Shoes Travelers’ Association in 
Boston again serves notice on its mem- 
bership that those wishing to attend 
the big annual convention to be held 
Jan. 3 and 4, in St. Louis, should lose 
no time in making hotel reservations. 
Reports indicate a record attendance 
and the managements of the various 
hotels in that city say that already 
many of the most desirable rooms have 
been spoken for. Reservations can be 
made most satisfactorily by writing | 
National Secretary  T. Delany, | 
Statler Building, Park Square, Boston. 
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News 
of the ‘Road 


SHOE SALESMAN 


HARLES W. 

EVANS, well 
known shoe trav- 
eler and former 
president of the 
N. S. A., has 
recently concluded 
arrangements’ to 
sell LoPresti turns 
in leading cities 
from coast to 
coast. Mr. Evans 
formerly _ repre- 
sented the well 
known’ Brooklyn 
firm of LaValle & 
LoPresti, from which Charles LoPresti 
recently withdrew. 

Mr. Evans is one of the dears of 
shoe selling. At one time he sold foot- 
wear for the Pingree Shoe Co. in Wis- 
consin. He also represented the Rad- 
cliffe Shoe Co. 


Charles W. Evans 


MONG the ranks of the shoe trav- 

elers it would be difficult to find 
two more zealous workers in the promo- 
tion of shoes classable under the caption 
of real fitting service than the Messrs. 
Willard H. and Harry R. James, con- 
ducting the Chicago salesroom of W. B. 
Coon Co. From this office the Chicago 
district with Wisconsin and the Lake 
Superior country is supplied with 
“Coon” shoes. 

The development of numerous ac- 
counts in this territory reads like busi- 
ness romance comprising merchants 
who have started with a few dozen 
shoes. The progressive sales and suc- 
cessive years show developments which 
include gains over a single year as large 
as tenfold and actual turnover records 
of five to twelve turnings in a single 
year. Initial capital investments of a 
few hundred dollars have grown to sums 
in tens of thousands in seemingly in- 
credibly short periods. 

Willard James, senior, of “The James 
Boys” was a warm personal friend of 
the late founder of the W. B. Coon Co. 
and “took on” the “Coon” samples as 
a side line fifteen years ago when the 
line was too limited to command his 
entire attention. But the combination 
of the “James” brand of salesmanship 
plus the “Coon” product soon resulted 
in a sufficient volume to command Mr. 
James’ entire attention and nine years 
ago he was joined by his son, Harry, 
who is perhaps best described as a strik- 
ing example of the present-day type of 
business-getter. 


IMOTHY F. KELLEHER, Newton, 





Kelleher Consolidated Shoe Co., Inc. 
Papers of incorporation authorize a 
capitalization of $50,000 and name as 
officers Mr. Kelleher, president and 
treasurer; Miss Helene Donovan, clerk, 
and Miss Alice Kelleher, director for 
the purpose of organization. 

The Horace Currier block, Phoenix 
row, a factory of 40,000 sq. ft. divided 
into four floors and basement, has been 
purchased by Mr. Kelleher for the new 
enterprise. The firm will manufacture 
women’s McKays and will start with a 
daily output of 30 cases, giving employ- 
ment to 100 persons. 


7D. J. GOULDING, of Detroit, is 

a new member of the sales staff 

of W. C. Goodger, Inc., of Rochester. 
He has been a successful salesman for 
many years, having traveled for the 
Hamilton-Brown Shoes Co., of St. 
Louis for eleven years and for three 
and a half years for Endicott-Johnson 
Co. His territory is Northern Wiscon- 
sin and Northern Michigan. Mr. 
Goulding is enthusiastic over the 
Hapytoz line of turns and stitchdowns. 


UNN & McCARTHY, INC., of Au- 

burn, N. Y., has placed P. M. 
Prosser, formerly assistant sales man- 
ager under Buford H. Jones, in charge 
of the Chicago office. He will act as 
field manager for Chicago and vicinity, 
and will be assisted by Frank Frazier. 
T. E. Arnold, formerly field manager 
for Enna Jettick shoes in the South- 
western States, has been removed from 
that territory and will henceforth do 
general field work in all parts of the 
United States, working with the vari- 
ous salesmen. 

Sidney E. Boozer, field manager in 
the Southeastern States, has added to 
his territory the States of Tennessee, 
Kentucky, Alabama, Mississippi and 
Louisiana. Tripp Puller has been em- 
ployed as salesman in Virginia, West 
Virginia and North Carolina, where he 
will be assisted by R. C. Mangum. 
Cliff Reese, who for several years past 
has been with the Ault-Williamson 
Shoe Co., of Auburn, Me., is now as- 
sisting Mr. Boozer in Tennessee and 
Kentucky. Another new comer in the 
Enna Jettick family of salesmen is I. 
Werner, who for a number of years 
was a clothing salesman in Texas. He 
will make the “city accounts” formerly 
looked after by T. E. Arnold. He will 
also cover the State of Oklahoma. 


| “Bob” Jones, formerly with Thompson & 


Mass., well known shoe salesman, is | 


the head of a new local factory start- 


ing business under the name of the | 


89 


Crooker Shoe Co., who worked under 
Buford Jones for that concern, is now 
field manager for Michigan, where he 
will be assisted by Al Slater. 





“HINDU” 
Special Process 


“REGENT” 

Nu Mode Process 
B-335—White Silk Moire. .85.25 
Suitable for Tinting. 
B-336—Black Silk Moire... 5.00 


“TRIFLE” 
Special Process 
B-275—Brown Suede with 
Brown Kid Trim and Rajah 
Lizard Tabs on Quarter. ..85.25 
B-274—Black Suede with 
Patent Leather Trim and 
Black Lizard Tabs on 
Quarter 5.25 


“CLARE” 
22/8 Heel 
Special Process 
B-273—Brown Velvet ..... 
-268—Black Velvet 
-673—Black Satin 
B-574—Black Calf 
Weight) 
B-572—Patent Leather 
B-224—White Satin 
B-555—White Kid 


Terms, Net 30 Days. 
Twenty-five cents ad- 
ditional for orders of 
less than three pairs. 


“TAMEA” Pn gt 
. pectal Process 
Special Process .B-323—Black Kid with Nickel 
B-292--Brown Caleutta Liz- and Jet Buckle..... ui 
ard Calf (Imitation) $5 B-349—Brown~ Kid ‘with Gold 
and Brown Bickle... .: 5.25 


“TAMEA”’ 
“REGENT” Special Process 
20/8 Heel B-290—Brown Calcutta Liz- 
Nu Mode Process ard Calf (Imitation) ....85.25 
B-345--White Kid 
B-180—Mat Kid 


“MONTE” 
Special Process 
B-302—Dull Black Kid.... 
“FLING” B-305—Brown Kid 
Spectal Process 
B-228—Brown Suede with 
Brown Lizard Tr 
B-233—Black 
Black Lizard Trim 


“REGENT” 
19/8 Heel 
Special Process 
B-272—Brown Suede 
-270—Black Suede 
-174—Black Satin 
“T AMEA” B-176—Black Calf 
Special Proces weet) 
pe vocess -175—Patent Leather 
B-276—Mat Kid with Black -286—Brown Kid 
Shark Calf Straps $5. -170—Imported Wh. Crepe 
B-278—Brown Kid with Silk, suitable for tinting 
Brown Scorpion Calf Straps 5.25 any color 
B-301—Patent Leather with B-171—Imported BI. 
Black Shark Calf Straps.. 4.85 Crepe 


See Our Reptilian Advertisement—Page 68 


THE MENIHAN COMPANY 


In-Stock Department 


ROCHESTER, N. Y., U. S. A. 
Makers of Menihan Arch-Aid Shoes ' 


“VONNY” 
Special Process 


B-333—Imported White Silk 


Crepe with Silver Kid Trim 


“FAIRY” 
20/8 Heel 
Nu Mode Process 


B-283—Silver Tinseled Cloth 
suitable for tinting...... 


“TAMEA” 
Special Process 
B-294—Dull Black Kid with 


- 85,25 


35.50 


Black Shark Calf Straps. $4.85 


B-300—Brown Kid _ with 
Brown Scorpion Calf Straps 

B-293—Patent Leather wit! 
Black Shark Calf Straps 


“VIRADO” 

Special Process 
B-125—Mat Kid 
B-128—Blue Kid ...... 
B-310—Brown Kid .... 
B-330—Brown Suede .. 
B-332—Black Suede .. 


SIZES 
BAA occcceeeed 
BA coccccceeed 
MB cccccvcceceed 
| ee ee 


| ee ee 
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Baltimore Shoe 
Stores Tie Up 
with Football 


BALTIMORE, Mp.—Leading exclusive 
shoe stores, department stores and spe- 
cialty shops of Baltimore, Md., success- 
fully tied-up with the Navy-Notre Dame 
football game, the big football classic 
of the season in the Monumental City. 
More than 70,000 persons filled the 
Baltimore Stadium for the game. This 
crowd included many notables among 
women as well as men. The feminine 
contingent formed no small part of the 
crowd. To have watched it file out of 
the big horseshoe, it was apparent that 
virtually all had invested in a new pair 
of footwear as well as in ready-to-wear. | 
The season’s successes in footwear pre- | 
vailed. These included reptilian leath- | 
ers, kidskins, calfskins and patent | 
leathers. The shades were varied, | 
though brown predominated. Blues, 
greens, blacks and other shades were 
seen in large numbers. The styles were 
even more numerous. 

That good business was done preced- 
ing .the game was borne out by shoe 
merchants, shoe shop buyers and shoe 
shop managers. All the leading stores 
did a fine business during. the week, 
but particularly.on the last two days 
preceding the game. Activity in foot- 
wear was heightened when it became 
apparent that Old Sol would smile upon 
the game. It was pointed out that shoes 
of the better grade were favored by 
the football fans. The biggest volume 
of business was done in women’s foot- 
wear, 


Who Can Tie This Shoe—| 
Record? 


MILWAUKEE, Wis. (UTPS) — Word 
has reached here that a Wisconsin shoe | 
manufacturing company is making at | 
the present time a pair of shoes for 
Robert Wadlow, of Alton, IIl., that 
eclipses in size any made heretofore in 
this State. 

The shoes are size 25, and are a 
trifle over 20 in. long and are 6 in. 
in width. From the above it can be 
surmised that Wadlow is of unusually 
large proportions, being 6 ft. 11 in. 
high and weighing about 250 pounds. 
As the boy is only thirteen years old 
how, in a few years he will perhaps 
break the world’s shoe size record. 
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Need Cool Weather to Snap Up Trade 


Seasonable Temperatures Greatest Requirement to Increase 
Retail Volume, All Factors in Industry Agree 


New YorkK—A few days of snappy, 
cold weather last week gave a notice- 
able stimulus to retail shoe sales, but 
the change was of brief duration and 
the week-end witnessed a return to the 
unseasonably mild temperatures that 
have acted as a brake on practically all 
retail activity in most sections of the 
country this season. 

It is the belief of many of the mer- 
chants, however, that this first cold 
snap will mark a turning point and 
that from now on retail sales of season- 
able merchandise will increase. In 
fact the week-end business showed 
distinct improvement in a good many 
stores, notwithstanding the rise in 
temperature. Furthermore, reports 
from other cities as far West at St. 
Louis indicate an improvement over 
the backward conditions of the past 
several weeks. 

Retailers, tarveling salesmen and 
manufacturers attending the Joint 
Styles Conference here last week de- 
clared that weather has been holding 
up the normal seasonal expansion of 
retail activity the country over, even 
on the Pacific Coast. Fortunately, it 
was remarked the retailers will not be 
obliged to take a loss this time on the 
shoes they are carrying over for the 





Detroit Salesmen Plan 
Fall Open House 


All who understand the shoe lan- 
guage will be welcome at the big 
smoker. being planned by the De- 
troit shoe salesmen for the even- 
ing of November 5th in honor of 
the retail shoe merchants of the 
Detroit district. 

This is an annual affair which 
has proved so popular in preced- 
ing years that the committee plan- 
ning the program are arranging 
for a theusand shoemen to enjoy 
the good things to eat and hear. 

Reservations may be made 
through M. A. Algaze, 420 La- 
Fayette Building, Detroit. 














reason that the browns, purples, greens, 
etc., reappear on the spring color card 
and will be good meth wie Ni at that 
time. 

Reports from various cities indicate 
that suedes, lizards, kidskins and snake 
leathers are in volume demand at this 
time, with browns and blacks as leading 
colors. There is wide divergence in the 
demand for blues in different sections, 
some territories reporting them prac- 
tically at a standstill, while others, 
particularly in the South, are exper- 
iencing a brisk demand. 

It is the consensus of opinion, ap- 
parently, that a decided change to more 
seasonable weather would prove the 
best possible stimulus to trade. 


Marott Will Donate Cup as 
Golf Trophy 


INDIANAPOLIS, IND. (UTPS)—A lov- 
ing cup of elaborate design, to cost 
$5,000, will be the trophy for which 
golfers of the Columbia Club and the 
Indianapolis Athletic Club will compete 
each year for a ten-year period. 

George J. Marott will donate the cup, 
which will be in the possession of the 
winning club in the annual dual meet 
of the organizations. At the end of 
the ten years, the club having won 
most matches will have permanent pos- 
session. In case each organization 
wins five matches a play-off meet will 
be held. 

While the design of the cup will not 
be determined until Mr. Marott meets 
with a cup committee composed of four 
men, the club presidents and one mem- 
ber appointed by each, it is understood 
that the trophy will be large and that 
the insets of diamonds and rubies and 
be a part of its makeup. The pres- 
entation of the cup is made solely in 
the interests of true sportsmanship, and 
in bringing the two clubs into closer 
relationship, Mr. Marott said. 

All details in connection with the 
ten-year series of matches will be gov- 
erned by the cup committee of five men. 
This committee will determine whether 
the clubs each year will be represented 
by resident members only or if na- 
tionally famous golfers may be entered. 

















MIDAS and SAPPHO are most compact, convenient, customer- 
satisfying preparations for maintaining the alluring beauty of Gold 
and Silver leather. They are the climax to our chemical research 
work to obtain by one-process, superior results than ever before 
possible. MIDAS and SAPPHO are sold ready to use and are 


endorsed by leading tanners, as most suitable for the purpose. 


Each package contains a stick for blending the solution, a brush 


for applying it and directions for use. The container is attractive 
and substantial. The trade recognizes MIDAS and SAPPHO as 
an outstanding selling proposition, and an unsurpassed article for 
quick and lasting results. 
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Eastwood to Have Fine 
New Store 


RocHESTER, N. Y. (UTPS)—Final 
plans tor revamping its recently pur- 
hae -d building in the heart of the new 
retail district at East Avenue and 
Main Street East and its subsequent 
move into the new quarters were com- 
pleted last week by the William East- 
wood & Son Company, shoe retail firm 
of 70 years’ standing. 

According to George Trentman, gen- 
eral manager, plans call for a new 
front on the East Avenue building, en- 
trances in East Avenue and Euclid 
Street, outfitting of the first floor for 
the retail department and the second 
and third for offices and repair depart- 
men! respectively. Work is expected 
to begin in another two months. 

The new building will give the estab- 
lishment 15,000 sq. ft. of floor space, 
the same as that in its present main 
builcing at 176 Main Street East. The 
reta!! department will have no ladders. 

Ti c store has been in its present site 
for 35 years. The Eastwood company 
also conducts another downtown store 
at 9 State Street, and a store in Buf- 
falo It holds a _ prominent place 
among retail shoe firms of the country. 


Sargent with Field Bros. 

BROCKTON, 
president of the Field Bros. Shoe Co. 
of East Bridgewater, announces the ac- 
quisition of Walter E. Sargent of Lynn 
who has been assigned to handle the 
in-stock department of the Dapper Dan 
line the company manufactures. He 
has handled the Walter Booth line 
made in Milwaukee for the past six 
years. Incidentally the period from 
June to September has set a new record 
in production for the Field company. 
more than 26,000 more pairs of shoes 
being turned out in those months than 
in the 
ago. 





correspondirg period of a year | 
| exnected to nrove equallv successful. 


| Ohio Retailers’ 


Association Plans 


1930 Convention | 


CoLUMBUS, OHIO (UTPS)—The Ohio 
Valley Retail Shoe Dealers Associa- 
tion will hold its 1930 convention at 
the Deshler-Wallick Hotel, Columbus, 
Feb. 24 and 25. This section was takea 
at a called meeting of the board of 
directors, heid Oct. 15. The program 
will be built around the store surveys 
of Frank Stockdale, head of the store 
management division of the Ohio Asso- 
ciation, who has inspected a number of 
Chio and Kentucky shoe stores with 
the result that much valuable data has 
been secured. Mr. Stockdale will ex- 


plain the results of these surveys and | 


show members the proper course to 


pursue to operate a profitable business | 


under present changing mercantile con- 
ditions. A round-table discussion of 
every day problems will be another fea- 
ture of the convention. 

The board voted to admit sustaining 


members from manufacturers and job- | 
given | 


bers. These members will be 
preference in the location of displays 
which will be given in conjunction with 
the convention. In fact all manufact- 
urers and jobbers will be invited to dis- 


play their products without any extra | 


fees, as has been the case in the past. 
Those in attendance at the board 
meeting were Earl T. Smart, Marion, 
president; George Bunn, Salem, vice- 
president; L. M. Wright. Springfield, 
treasurer; C. E. Dittmer, Columbus, ex- 
ecutive secretarv: Allen Thirkield, 
Franklin: E. 1. Hilfrech, Ashland, Ky.; 
J. J. Wise, Akron; Austin Hermann, 
Chillicothe: Charles Seidenfeld Murray 
Citv: W. B Sweet. Warren. 
Ohio Valley conventions 
tracted a large attendance in the past 
and the coming meeting in Columbus is 








Enlarged Men’s Department in Boston 





A oval increase in business is reported by Marcus McWeeny, buyer for 
Kennedy’s, the Boston store of which company has recentiy completed 


elaborate alterations. 


The new shoe department is shown above. 
work throughout the store is walnut with walnut fixtures, 


Wood- 


and green 


onyx rubber tiled flooring. An innovation is the presence on each floor, 


near the elevator shaft, 
ice water for drinking. 

as, in fact, has the entire store, 
35,000 square feet to 50,000. Mr. 


of sanitary bubbling fountains which furnish 
The shoe section has been considerably enlarged 
which has inercased its floor space from 
McWeeny has crlisted the cooperation 


of salesmen in all other departments and attributes much of his increase 


to this cooperation. 
he says. 
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Another explanation of the increase in shoe sales, 
is the store’s policy of concentra‘ion in buying 
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have at- | 





(RADE MARK 


Scientifi ic - Health S Shoes 
« for Children , 
Insure Normal Feet 














Genuine Goodyear Welt 


DON’T LOSE SALES 


for lack of sizes 


3/5 Spartan Gol 
Soft Toe 
5%/8, Spartan 


Leather Box Toe Leather We 
8%/11% Oa Bend | Soles I 


“Rubber Spring Heel 
Cabin Elk 
Oak Ren 


Leather Box Toe 
Style No. 112—-Log 
814/11% Sizes only, B, C, D, 
Sole, $2.35 
leather Box Toe Rubber Spring Heel 
All runs: Sole Leather Counters 
Kid Quarter Linings 


STOCK 


Style No. 100—Patent 
Style No. 101 White Elk, 
Ing. 
Style No. 102 ag Cabin Elk 
Style No. 103 sight) Smob 
3/5 Spartan old Spot Sole 
$1.90 
Soft Toe Leather Wedge 
5%/8 Spartan Gold Spot Sole 


White Welt 


1 
2.15 

Le ather Box Toe —Leather 

RI 11% Oal Bend Sol 
$2.60 

Leather Box Toe Rubber Spring 


All runs: Sole Leather ¢ 
ed-line-in Lining 


Terms 5% 10 days 


SEE OUR LINE 


N.S.R.A. St. Louis Show 
January 6-7-8-9 
Hotel Lennox—Parlor B 
Jefferson Hotel—Room 1037 


KEWPIE [WINS 


REG U.S.PAT OFF 











"THE JUVENILE SHOE CORPORATION 
OF AMERICA 


Aurora Missouri 


Manufacturers of Famous National Park Hiking 
Boots, 6 different styles carried In-Stock 














The Gold Diggers of 1849 


in their mad rush for California took six to ten weeks to make 
the journey via the “Mule and Covered Wagon” route—while 


The 


“Gold Diggers” of 1929 


whether from Broadway, Boston or Bangor, today in airplanes, 
brush the cobwebs out of the sky from Coast to Coast in a com- 


paratively few hours. 


Took us nine months to perfect 


ELAM-COMPO Process. 


But—only two weeks to get our 
factory on a 3,000 pair DAILY 
basis. 


Orders in sight demand an im- 
mediate doubling of this out- 
put. 


ELAM-COMPO is basicly 
sound. 


SOLES SIMPLY CANNOT 
RIP OR TEAR OFF! 


No. 8012—Patent; champagne top; 
Elam-Compo. 


The 1849 Way 


Discarded process had uneven and 
lumpy soles, with tacks, thread and 
wrinkled linings to hurt tender feet. 


TO NOW!—no change in 
making Infants’ shoes until, 
with a Hundred-Year Jump, 
the 


- ALAM 
Ome( 


SOLES 


has revolutionized shoemak- 
ing for Tots, and set all the 
shoe world agog. 


FIGURE IT OUT! This ad 
has brought over 600 inquiries 
from all over the world ask- 
ing for Samples of this shoe. 
WHY?P 


Don’t Meditate. ACT! 


F. S. ELAM SHOE CO., Inc. 


Exclusive Manufacturers of ELAM- 
COMPO Infants’ and Children’s Shoes 


ROCHESTER N. Y. 


Samples on Display at Our BOSTON 
Office: 522 Statler Building 


Get aboard the wagon and be 
among the first to satisfy 
mothers with these NEW, 
BETTER and PERFECT 


smooth sole shoes for Infants. 


ELAM-COMPO cemented soles 
are Flexible, Tackless, Waxless, 
Nailless—No wrinkled linings 
—PERFECTLY SMOOTH 
SOLES. 


SAMPLES sent on Request. 
Write or Wire! 


No. 8005—Patent, Beaver Kid Top; 
Elam-Compo. 


The 1929 Way 


Soles attached by ONE operati 
with du Pont Waterproof Pyrox! 
Cement under pneumatic pressure. 


PRICES PARTICULARLY ATTRACTIVE! 
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Three New Stores Open in 
Atlanta 


ATLANTA, GA—Three new _ shoe 
stores have had their formal opening 
in Atlanta since the first of this month. 
They inciude the store of the Nettleton 
Co. located in the Piedmont Hotel 
Building, doubtless one of the best ar- 
ranged and most attractive shoe stores 
for men to be found anywhere in the 
Southeast. 

This store is under the management 
of Joe Waldrop, formerly with the 
men’s shoe department of the George 
Muse Clothing Co. for several years, 
and recently manager of the Arch 
Preserver department for Charlotte’s, 
Inc. Marshall Walker, special sales 
representative for the Nettleton com- 
pany in the Southeast, was in Atlanta 
to supervise the opening of the store. 
George Newport, connected for some 
years with the sales staff of the Flor- 
sheim Shoe Store here, is also with the 
Nettleton store. 

The Walk-Over Shoe Co. also opened 
its fine new store in Atlanta under the 
management of Mr. Shuttleworth, until 
recently in charge of the ladies’ shoe de- 
partment in the Davison-Paxon store. 

The third new store opened was that 
of the Peacock Shop, which is man- 
aged by W. W. Dixon, who for several 
years was with the women’s shoe de- 
partment of the George Muse Clothing 
Co., of Atlanta. 







































New Nettleton Shop in Los 
Angeles 


Los ANGELES, CAL.—A new note in 
studied elegance is sounded by the new 
Nettleton Shop in Los Angeles at 637 
South Olive Street. 

The shop is of colonial design, the 
rich simplicity of which makes an ideal 
setting for this line of high grade 
shoes. This very simplicity serves the 
double purpose of impressing the cus- 
tomer after he has entered with its 
quality while at the same time it in- 
vites and attracts the passerby. 

In the arrangement and design of its 
highly polished tooled American wal- 
nut fixtures, its specially designed 
chandeliers, its rugs and drapes, and 
in the treatment of its front and win- 
dows, every effort has been made to 
build a high-class shop. 

R. H. Hibberd, district manager for 
the Nettleton company, is chiefly re- 
sponsible for the new shop. W. R. 
Jacques, well known in Hollywood and 
Los Angeles, will manage it. 



















Eggert Shoe Company Quits 


SEATTLE, WASH.—With the announce- 
ment of the Four Eggert Boys that 
they will close their business at 1309 
Second Ave., one of Seattle’s oldest 
retail shoe stores passes out of ex- 
istence. It is anticipated that two-and- 
one-half months will see the final wind- 
up of the $125,000 stock, which was 
complete with the new fall lines when 
the decision to retire was made. 

The Eggert Shoe Co. was founded 
over forty years ago by Charles F. 
Eggert. His original location was in 
the old Belltown district at First and 
Beli Streets. Later he moved to 807 
Second Ave. where he was burned out 
in Seattle’s big fire of June 6, 1889. 
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New Store for I. Miller Shoes 


Kansas City, Mo.—Frank Tannen- 
baum, of Tannenbaum, Inc., announces 
that a long lease has been signed for 
a branch store in St. Louis. At the 
present time this firm is operating 
I. Miller & Son stores in this city, with 
branches in Springfield, Holyoke, and 
Northampton, Mass. Arthur Glucks- 
man, a partner of the firm, looks after 
the Eastern branches. 

This new store will be the most elabo- 
rate of any selling I. Miller shoes. It 
will be fitted throughout with over- 
stuffed furniture. The hosiery depart- 
ment will be augmented with handbags, 
costume jewelry and fine perfumes. 
Evening slippers will be sold in a sepa- 
rate room. 





One Big Shoe 


JOHNSON City, N. Y.—The 
biggest shoe in the world has 
just been completed at the Endi- 
cott-Johnson factories in Johnson 
City, N. Y. The titanic shoe, a 
size 154 men’s calf oxford, is 36 
times as large as the ordinary 
size seven shoe, measuring five 
feet from toe to heel, and is to be 
displayed in  Endicott-Johnson 
stores. 

It required 80 pounds of sole 
leather to make the sole and heel 
and 31% square feet of fine black 
domestic calfskin for the upper. 
The lace is 13 feet long. 

















the 
cently constructed at Endicott-Johnson 
factories 
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Photograph of monster shoe 
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IN STOCK 


666 Black Calf Double Sole..............-. 
10 Black Calf Double Sole, 
11 Double Sole. Long Ctr., 
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Black and Brown 
Volume Sellers; 
Suedes Popular 


St. Louis—Business in the retail 
trade is holding well with no marked 
declines or increases being reported. 
The weather has been warm and sun- 
shiny, which has contributed nothing 
toward increased business. Colder 
weather, it is felt in some stores, would 
give impetus to the business. This con- 
dition does not prevail in all stores. An 
outstanding high grade store reported 
they were ahead in sales over the 
period of a year ago. Up to the middle 
of October a gain of approximately 12 
per cent was reported. All stores an- 
ticipate a gain before the month ex- 
pires. Showing a gain over the volume 
consumated in October of 1928 is no 
easy task, as most stores had unusu- 
ally large months. The weather a year 
ago proved decidedly cold, which helped 
the shoe business materially. 

Black is the prevailing color reported 
in many stores. There are instances of 
brown sharing honors in the prestige, 
but in high grade shoes the somber 
color maintains the leadership in the 
style realm. 

Black suede is reported as exception- 
ally popular in the demand, with black 
lizard for those that have them scor- 
ing heavily in the call. There are some 
stores missing sales from lack of this 
type of merchandise. Black mat kid 
is another smart vogue creating good 
business in all types of stores. 

Brown is strong in the color field. 


| There seems to be no close competitor 
| worthy of mention. Suedes with reptile 
| combinations and kid all share a prom- 
| inent place in the style parade of brown 


footwear. 

Blue is blue and “blooey,” according 
to operators, and a good many pairs are 
reposing on the shelves of the mer- 
chants. No worry is being observed in 
the trade, due to the stability of this 
color with a definite confidence that it 
will assume its position in the demand 


| for Spring shoes. 
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WHERE TO BUY 
Men’s Shoes 


ca 





M. A. PACKARD CO., Makers 
BROCKTON ____ 


‘po 
| BOSTONIANS 


SHOES FOR MEN 
COMMONWEALTH SHOE & LEATHER CO. 
WHITMAN, MASS. 











NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 
H. W. COOK, President 
Syracuse, N. Y., U. S. A. 

MEN’S FINE SHOES EXCLUSIVELY 








Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 

SHOES 


Brockton, Mass. 




















“HIGHEST GRADE ONLY” 


WEYMOUTH. MASS. U.S.A. 





87 STYLES IN STOCK 


EMERSON SHOE MFG. CO. 
ROCKLAND, MASS. 


WRITE TODAY FOR CATALOGUE: 


WP TT) 
KUMFORT-ARCH SHOE 
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| Oxfords Show 
| Good Gains in 


Lynn Plants 


LYNN, Mass.—Immediate business is 
getting spotty. Some firms are active, 
with two or three weeks cutting ahead. 
Others are not so fortunate. Some new 
buying is expected, as a consequence 
of the New York style conference, and 
the prospect for an ear.y start on shoes 
for 193U. There are a number of man- 
ufacturers who believe that a good vol- 
ume of business is yet to come on sub- 
stantial types of shoes for winter, espe- 
cially December and January. 

Oxfords keep on gaining. A new 
type of oxfords, to be worn under 
arctics, has appeared. Sales of “Game 
Oxfords” of the spectator sport class, 
are well ahead of a year ago. Many of 
them are substantially soled, and 
leather heeled, with the thought that 
plenty of good leather under the feet 
protect them against the cold of con- 
crete stadiums and frozen earth. New 
sport orders, for next year, show sub- 
stantial soles, of leather and rubber, 
and low heels. and novelty uppers of 
elk or calf. Business in these is ex- 
pected to start early, and it is believed 
that many of the sport shoes will be 
worn on the streets. There is a new 
idea of making sport shoes by the 
McKay process, and it remains to be 
seen how it works out. Sales of sport 
shoes will rise to a new high peak next 
year, according to common opinion 
here. 








Smart and Collegiate 








PRY wal 
XS 


SELZ SHOES 
This is the Cambridge—a Selz-built model. The 


pattern, style and design of this shoe were in- 
spired by the Custom bootmakers of London. 





Here's English fashioning plus America’s own 
finished shoemaking. The best on both sides of 
the Atlantic—the skill of two continents combine 
to produce this and other Selz models for fall. 
This British wing tip style is much in the favor 
of the well-dressed American men who keep 
up to the minute. The best-dressed men in the 
American univérsities, and other style high- 
places, favor the wholesome smartness of this 
very aristocratic model. Price is $8.00. 

Men's Den—First Floor | 
OLDS, WORTMAN & KING 


This treatment, after the manner 

of an old wood cut engraving, 

lends itself admirably to men’s 
shoe advertising 
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Henry Kleine, Leader in ' 
Findings Trade, Dies 


CHICAGO—The findings trade of this 
country lost its “Grand Uld Man” Uct. 
17, when Henry Kleine, of Chicago, 
died at his Sheridan Road home, ave; 
75 years. 

Mr. Kleine’s life was one of hard 
work, his character the embodiment of 
integrity and his happiness his home 
and his friends. Mr. Kleine came to 
this country from his German bi: th. 
place at the age of ten, locating v ith 
his parents at Buffalo, where his {rst 
work brought him one dollar a week 
in the Buffalo tannery he reached by 
tramping six miles daily along the old 
Seneca plank road. At sixteen he was 
selling the products of Salomon & 
Phillips, New York City leather ‘ac- 
tors, and in 1876 he established the t.rm 
of Kleine & Kurzenknabe in Chic: go, 
cutting shoe uppers. 

A few years later the firm of Henry 
Kleine & Co. was formed, and for 
forty-five years “H-K,” as he was en- 
dearing by known, became increasingly 
prominent in the distribution of leath- 
er, findings and shoe store supplies 
in the Central West. During this 
period, Mr. Kleine founded The Amecri- 
ian Shoe Polish Co., makers of “Eagle 
Brand” shoe dressings, and was its 
president, occupying the executive posi- 
tion in the successor to that compz:iny 
at the time of his death. 

In 1905 Mr. Kleine, associated with 
the late T. W. Fuqua, of St. Louis, in 
founding the National Leather and 
Shoe Finders’ Association, was the first 
president of that organization and re- 
elected to that position through the 
first ten years of the association’s ex- 
istence. When he declined further elec- 
tion he was elected a life member of 
the directorate. He leaves his widow 
and two daughters, Mrs. Lillian K. 
Swain and Mrs. Bertha K. Scholz, all 
of whom have long been known to the 
leading members of the leather and 
findings industries through accompany- 
ing Mr. Kleine to the trade’s assovia- 
tions in many parts of the country for 
two score years that he devoted valua- 
ble time and thought to the welfare of 
the industry as a whole. 

Funeral services were under the di- 
rection of Lincoln Park Commandery, 
K.T. No. 16, at Graceland Cemetery 
Chapel, Chicago, Saturday, Oct. 19. 
The active pallbearers were P. W. 
Peterson, Theodore A. Reick, Elme: J. 
Asp, Jonathan P. Cook, Charles {d- 
wards and Henry Langendorg, all with 
one exception former employees of 





Henry Kleine & Co. 


Selby Co. Holds Meetin: 


PORTSMOUTH, OHIO (UTPS) — Men- 
bers of the Selby Superintendents and 
Foremen’s Association composed of em- 
ployes of the Selby Shoe Co., a‘ its 
monthly meeting Oct. 14. listened 
discussion of “How Can We Keep 
ployes Interested.” which was lea 
August Doll, Edward Perry, R' 
Peterson and Ralph Ater. The m:tter 
of obtaining and maintaining qu lity 
and production was discussed by | ver- 
ett Webb, Jesse Rector and Otis | out. 
Methods of instructing new em) ‘ves 
were explained bv Harrv Crenson. \il- 
liam Shumn. E. T. Beard, J. M. F» zier 


da 
?m- 

by 
sell 





and Fred Bruce. 
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rin ' Unveil Statues at I. Miller 
Building 


New YorK—Four marble statues of 
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placed in gold-lined niches in the south 
wall of the I. Miller Building at Broad- 
way and Forty-sixth Street, were un- 
veiled last Sunday afternoon before a 
crowd of 3000. Mayor Walker made 
the concluding address, paid tribute to 
the late I. Miller, who planned the 
statues two years ago as a gift to 
the city. 

Two of the actresses represented in 
characteristic réles by the stone fig- 
ures executed by A. Stirling Calder, 
Marilyn Miller and Rosa Ponselle, took 
part in the ceremonies, jointly unveil- 
ing the statue of Mary Pickford as 
“Little Lord Fauntleroy.” Miss Mil- 
ler’s statue, which portrayed her in 
her iavorite réle of “Sunny,” was un- 
veiled by De Wolf Hopper. 

Daniel Frohman reminisced of the 
triumphs of theatrical families of the 
past generation as he drew aside the 
canvas curtains to reveal the carved 
figure of Ethel Barrymore as Ophelia. 
Miss Ponselle’s statue, in the réle of 
Norma, was unveiled by Elsie Fer- 


guson. 


Death of Jack T. Welsh, 
Retired Manufacturer 


New YorkK—Jack T. Welsh, 17 North 
Parsons Boulevard, Flushing, L. L., 
N. Y., died Oct. 9. He was ill only a 
little more than one day. 

Mr. Welsh was born in Memphis, 
Tenn., about 60 years ago and spent 
his boyhood days there, going to St. 
Louis at about the age of 20 and fol- 
lowing the retail shoe business. After 
a number of years in the retail end, 
he went with the Brown Shoe Com- 
pany and remained with them for 
about ten years, making the State of 
Kentucky. He was known far and 
wide as one of the most successful shoe 
salesmen in the game. 

After a number of years on the road 
he decided to go into the manufacture 
of women’s fine shoes in St. Louis, 
and was one of the founders ef the 
Boyd Welsh Shoe Company. He opened 
up their New York office and, after a 
few years here, sold out his interests in 
the business and retired. 

The last few years Mr. Welsh spent 
in travel throughout the United States 
and abroad. he remains were laid 
to rest in Baltimore. His wife and a 
sister survive him. 
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Date Set for Banquet 


NASHVILLE, TENN. (UTPS) — The 
semi-annual get together banquet of 
the Nashville Shoe Retailers Associa- 
tion will be held at the Chamber of 
Commerce Bldg., Oct. 27. This was de- 
cided on at a special meeting the vast 
week, H. M. Young, president of the 
association presiding. The entertain- 
ment is to be given by the choe store 
employers to their employees. Commit- 
tees named are: entertainment and 
program, O. H. Mansa, R. C. Barr, 
Will Carr, Howard Ashley; attendance, 
Gus. Godfried, H. A. Vanderford and 
Louis Hershkovitz. 
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Explain Value 


of Hide Exchange 


New York—Methods by which fu- 
tures trading on the New York Hide 
Exchange can be used to their profit 
by dealers, tanners and packers will 
be outlined in a series of bulletins being 
prepared under the direction of the 
Committee on Information and Statis- 
tics, Milton R. Katzenberg, president, 
announced this week. Others will fol- 
low at frequent intervals. 

“We believe,” said Mr. Katzenberg, 
“that the New York Hide Exchange 
offers services of very great impor- 
tance to the hide and leather industry. 
It was only because we believed this 
that we organized the Exchange at 
all. But we know that a great many 
workers in the industry, because of 
their unfamiliarity with futures trad- 
ing, do not realize the opportunities 
they have been offered. The bulletins 
being prepared for the Exchange by 
experts in the commodity exchange field 
and the hide and leather industry will 
provide the information needed. 

“Two general topics will be covered 
by the bulletins. One will be a descrip- 
tion in simple, non-technical language 
of the workings of the Exchange itself. 
The bulletins will go on to tell of the 
services the hide and leather industry 
may obtain from proper utilization of 
the Exchange facilities.” 








Suedes in Detroit 
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We Say Again/ 


SUEDE 


BLUE ~ BROWN ~ GREEN ~ BLACK 
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Suede footwear in blue, brown, 

green and black were featured by 

Fyfe’s in this striking advertise- 
ment 
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WHERE TO BUY 
Men’s Shoes 













STEADY PROFITABLE 
BUSINESS IS WANTED, SELL- 
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Men's 
Fine 
Bhore 
SHOE Ola 
Besten—183 Eesex Street Pe Co. 
N. Y.—015-917 Marbridge Bldg. Mass. 
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WHERE TO BUY 


Women’s Shoes 
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WHERE TO BUY 


Skating Shoes 
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€@THCO 


SKATING SHOES 


No. C5300F—Al! sizes in stock 
for immediate delivery. 
Write today for com- 
plete catalog of ATHCO 
Athletic Shoes. 


Athletic Shoe Co. 


\ \ 914 N. Marshfield Av. 


Set 
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WHERE TO BUY 


Bowling Shoes 
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BOWLING SHOES 














































“Onset IN-STOCK 
prwes 7 
slighty Smoked Elk 
Moe’ $3.20 













BROOKS 
SHOE MFG. 


Philadelphia, Pa. 
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Swanson and Ritner Sts. 












Los Angeles, 1162 So. Hill Street 
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WHERE TO BUY 
Men’s @& Women’s 
Slippers 


Men’s and IN STOCK 
Women’s 

“Companion- 

ate’ Slippers 

Turns only— 

Oatalop on 

request. 


No. 434 
$2.65 


Ne. 447 
$2.35 





L. B. EVANS’ SON CO., Wakefield, Mass. 
eccccccoooocoooooce() 














MEN’S FINE 
HAND TURNED 


SLIPPERS 


Manufactured 
by 


W. 8S. CHASE & SONS 
Haverhill, Mass. 


Prices from 
$2.15 to $8.50 








Boston Office: Room 501, Statler Bide. 
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GENERAL FooTw AR CORP'N 


ry and Offices 
476 BROADWAY New York 








MULES and D’ORSAYS 
FOR MERCHANTS 
WHO DEMAND QUALITY 
Send for Beautifully 
Dlustrated Catalogue 


rass Bros. & Feinroth 








7 East 17th Street New York 








PARISTYLE FOOTWEAR MFG. CO.,INC. | 


Factory and Salesrooms 
40-46 West 25th St., New York City 
$27.00 per doz. and up : 


High Grade Turn Mules and D’Orsays 


Catalog 
sent on 
request 





South Shore Shoe Men Are 
Dirigible Passengers 


BROCKTON, Mass.—On invitation of 
the Brockton Fair officials, the May- 
flower, Goodyear Co.’s dirigible, fur- 
nished one of the fair specialties, being 
over the grounds and city all of Satur- 
day. It was based at Ripley’s Field, 
Belmont Street, where a ground crew 
of 18 men handled the ship. They 
came in a special bus from South Dart- 
mouth. Pilots O’Neill and Sheppard 


handled the ship, which left South 
Dartmouth at 8.20 a. m. and arrived at 
9.45. 


Arrangements for the visit were 
made by F. J. Blake, eastern sales 
manager, Sole & Heel Department, 
Goodyear Tire & Rubber Co., Boston, 
Mass., also E. G. Plummer, Brockton 
representative of the same company. 

Mayor Bent was one of the passen- 
gers. The others were: Perley G. Flint 
of Field & Flint Shoe Co.; Fred Drew, 
Brockton Last Co.; Herbert L. Tinkham 
& Son, Linwood Tinkham, C. Chester 
Eaton & Son, C. Chester, Jr.; Ernest 
Field and Howard Mitchell of Field 
Bros. Shoe Co.; Harry and Abraham 
Freedman of A. Freedman & Sons; 


| Edward A. Givren & Son of Givren and 
| Blunt; Harry Stone and Isadore Tar- | 


low of Stone-Tarlow Co.; Philip Green, 


John Lucey and Christopher Roan of | 
| Joseph F. Corcoran Shoe Co.; 


Kenneally of M. A. Packard Shoe Co.; 


J. A. Holmes, sales manager of Regal | 


Shoe Co., Whitman; H. D. Soule, treas- 


urer of the Whitman Cooperative Bank. | 


| Filene’s Studies Leather Goods 


Sales Possibilities 


BostoON—With the cooperation of 
American Leather Producers, Wm. 
Filene’s Sons Co., Boston department 
store, is conducting one of the most 
comprehensive studies ever made of 
leather by a retail institution. In-a 
series of twelve meetings practical- 


| ly every type of leather used in the 


manufacture of shoes, bags, luggage, 
gloves and other merchandise sold in 


| the Filene store will be discussed by 


experts. The enrollment exceeds one 
hundred, including members of the sales 
staff of R. H. White Co., Boston, which 
is affiliated with Filene’s. 

Various pieces of literature issued by 


| the leather industry, including “The 


Romance of Leather and Its Impor- 
tance to Mankind” published by Amer- 
ican Leather Producers and “The Dic- 


tionary of Leather Terminology” have | 


been furnished to the class. In addition 
the A.L.P. moving picture, “The Story 


| of Leather,” has been shown. 


Sole leather was discussed by Mr. 
Rogers of Proctor-Ellison Co. Other 


| speakers and their subjects will include 
| Joseph McCauley, Allied Kid Co., kid; 


August H. Vogel, Jr., Pfister & Vogel 
Leather Co., calf; Louis J. Robertson, 
Robertson Leather Co., reptile; Vance 
Likins, A. C. Lawrence Leather Co., 


| patent leather; and R. L. Pope, North- 
| western Leather Co., side upper. There 


are several other meetings yet to be 
arranged. 


A feature of the course will be a | 
visit to an up-to-date tannery where | 
modern methods of making leather will | 
| be seen at first hand. 
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Plans Progressing for Boston 
Show in January 


BosTtoN—At a recent meeting of the 
committee in charge of the eighth an. 
nual Boston Shoe Style Show, to be 
held at the Hotel Statler, Boston, Mass, 
on Jan. 14, 15 and 16, 1930, managing 
director J. G. Brown reported that a 
number of new features are to be in. 
troduced to assist both buyer and man. 
ufacturing exhibitor. He also reported 
that requests from shoe buyers all over 
the country for room reservations at 
the Statler have been received in grat- 
ifying numbers, and it is expected that 
there will be a large number of | 
ers in attendance at this Boston Sh 
than ever before. 

To take care of the leather and ac- 
cessory trades, a limited number 
booths will be erected in the lar 
hall adjoining the Imperial Ballr: 
“Fashion’s Footwear Fancies for 1930” 
will be the feature on the runway. 
addition to the runway shows to 
held each evening commencing at n 
o’clock, there will be an afternoon shoe 
revue on Wednesday, Jan. 15, from 
3.30 to 4.30. 


Plan Christmas Slipper 
Display 


DENVER, CoL. (UTPS)—More space 
than ever will be used for the Christ- 
mas display of shoes at the Denver Dry 
Goods Company this year, according to 
V. Vandenburg, assistant manager of 
the shoe department. 

On Dec. 1 the old “bargain square” 
section, covering 144 square feet of 
floor space adjoining the shoe depart- 
ment and formerly devoted to general 
merchandise display, will be converted 
into a four-sided counter booth for th 
exclusive showing of fancy felt and 
satin house slippers. These will range 
in price from $1.00 to $1.45 per pair. 
The new booth will do away with the 
former floor display which was 2r- 
ranged on tables throughout the shoe 
department. 


Some Haverhill Plants 
Are Still at Capacity 


HAVERHILL, Mass.—Seasonal decline 
in business is more marked this week, 
although several of the plants man- 
ufacturing the popular-priced McKays 
are at capacity. Little immediate busi- 
ness is available, however, according to 
reports of roadmen who are in their 
territories after fill-in business. 

Blacks represent the greater output 
of the factories at this time, although 
black suede, which has been running 
big this week, gave way suddenly to 
green kid. The demand for green kid 
was entirely unheralded and few of 


| the shoe men were prepared to supply 


the call. Where shoes of all-over green 
kid have not be available, buyers |.ve 
accepted green kid in combination 
green ooze. Black patent and | 
kid continue to hold up well. No rac 
changes in late season patterns | 
taken place. 

Shoe men back from the New York 
style conference are already samp ing 
spring shoes, trying out the new ol- 
ors and leathers and fabrics in various 
new models and combinations. 
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Artistic Simplicity 








A corner of the women’s shoe section in the new $4,000,000 Bullock’s Wilshire 
store, Los Angeles 


Keep Your Store Hungry 
[CONTINUED FROM PAGE 43] 


of your staples, too. Bread, for in- 
stance. When I was a kid, bread was 
bread—just plain white bread. It was 


good but there was only one kind. Now | 


did you notice that Molly had three 
styles of bread tonight, white, graham 
and raisin? 

“And the kids grabbed the raisin 
bread first, then the graham, but when 
Molly cleared off the table the plain 
white was still on the plate.” 

“That’s a good one,” laughed Jim. 
“You mean even my staples will seil 
better if I doll ’em up a little so they 
aren't so terribly plain.” 

“That’s it. There are thousands of 


women who won’t wear what we call | 
hot shoes, but who don’t want them en- | 


tirely cold either.” 


“Yes, the shoes I've made most money | 


on come under two heads, semi-staples 


and semi-novelties—as you say, not too | 


hot and not too cold.” 

“Then there’s service,” the Old Vet- 
eran went on. “I've got the finest 
granddaughter in the world. But when- 
ever I eat at her house, I have a kind 
of skittish feeling, wondering whether 
I'll be all right the next day or not. 

“Now with your Molly it’s different. 
She’s older and she’s. well, 
she’s got a way about her that kind of 
gives a fellow confidence in her. No 
matter what she sets in front of me 
I just know I’m going to like it. 

“Same in a shoe store. There's a lot 
of drivel going round to the effect that 
an older man has no place in a shoe 
store. 
generation crave a synthetic John Bar- 
rymore to handle their feet. 
hate to believe the shoe business has 
reached the point where mature ex- 
perience doesn’t count any more. 

“In fact, it’s the other way. I find 
that the best man in every store I go 
into is one who has taken a consider- 
able number of years to learn what 
he knows.” 
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| fitting odd sized 
Both men are well known | 


I'll admit many of the younger | 
| at Reed and Washington Streets, to 
But I'd | 





Distinctive New Store 
in Meriden 


MERIDEN, CONN.—The National Boot 


Shop, for five years past dealers in 
women’s and children’s footwear at 55 


West Main Street, is now located at 27 | 
West Main Street, in a larger store, 


farther down town, which has been ex- 
tensively remodeled for the purposes 
of the firm. A complete line of men’s 
footwear has been added, and 
stocks in all lines have been put in. 


The “National” has always operated | 
on a basis of rapid turnover, emphasiz- | 
| ing style, and carrying exclusive lines | 
| of merchandise. The firm is headed by 


Harry Goldstein, an expert shoe fitter, 
specializing in corrective footwear and 
feet, and Maurice 
Kleinman. 
locally, Mr. Kleinman having grown 
up in this city. 

The new store has been thoroughly 
remodeled, an entire new front, with 
deepened windows and an easy ramp 
entrance having been provided. This 


| feature makes it possible for women to 


the 


bring their baby carriages into 
The 


store, for fitting infant’s shoes. 


| interior, both of the windows and of 
| the store proper, is finished in a hand- 
| some mottled gray-silvertone. The floor 
| of the store proper has been lowered 


nearly two feet, bringing it down to the 
street level. 


Huth & James Plan Addition 


MILWAUKEE, Wis. (UTPS) — The 
Huth & James Shoe Manufacturing 
Co. have taken out a building permit 
for an addition to their present plant 


cost in the neighborhood of $70,000. The 
building will be of fireproof construc- 
tion, five stories high and built in the 


| most up-to-date manner. 


The addition is required because of 
lack of space in the present plant, busi- 
ness this year having been so tre- 
mendous that immediate steps had to 
be taken to add additional floor space. 
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WHERE TO BUY 
Men’s & Women’s 
Slippers 
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, Greatest Vaue 
Mh $1.65 


E wide, 3 to 9. 

, Sendfor sam- 
ples and we 

will prove it. 
WM. SUMNER SMITH 
325 W. Monroe, Chicage 











The 
Word in 
Quality 
Slippers 


TUPPER SLIPPER CORP. 
200 Tillary St. Brooklyn, N. Y. 











new | 





JLIP 
uvality Style: 
Ou Charaeter 
Merchandise (6 
at Popular * * 
Prees°°°° 
SEND FOR LATEST CATALOG NC 


KOZY KOMFORT SHOE MFG. CO 170! Rick 
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WHERE TO BUY 


Store Fixtures 
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BETTER SHOE FITTING 
SERVICE 
Saves Sales 
Makes Good Fitting Easy 
FREE TRIAL 
THE BRANNOCK DEVICE 
321 S. Salina Street, Syracuse, N. Y. 
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WHERE TO BUY 


Shoe Ornaments 


SHOE 
ORNAMENTS 


fer 
MANUFACTURER 
and 
RETAILER 
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WHERE TO BUY 
Ballet Slippers 


os 





BALLET SLIPPERS—IN STOCK 


of the unusual kind 
8102 Bik. Kid Hand Turn 
Soft By. 


Child’s om lg 35 

Misses 1 ite 1.40 

Women’s ah te 8— 1.45 
‘Also H 


som Ants & HE o 
deltete ta asen, ine 








jallet and 
No. 11th este Phitadelphian F Pa. 


S mith 
Pri 


Rights and Lefts 
Twe Grades 








tJ Miss. Oni. 

61.50 $1.45 $1.40 
1.86 1.80 1.25 
Im Stock 


sumNum 


SMITH 





328 West Monroe Chicago, Ml. 


=> 


Expertly Srstenye 
le Ne. 100—Regula: 
Steek Ne. 500—Buck Bole... 


u. F. maLorT SHOE co. 
5 Girard St Ch 











Soft Toe 
Turn 
Ballets 

Black Kid 

Misses & 
Women's Children's 
-50 $1.40 
2.00 1.90 


Manufacturers 
leage 








DANCING SANDALS 
(ALSO USED IN GYM 
CLASSES) 
Ne. 188.~-Made in pearl, tan 
or black suede. Also made 
in black kid. Only pearl 
carried in stock. 


Price 75¢. 
BROOKS SHOE MFG. CO 








Ritner and Swanson Sts., Philadelphia, Pa 
AKENDALL ev un, 
BALLET SLIPPERS 
IN STOCK 


Orders filled 
day received 





Misses’ 


White on order. 
Satin on order. . 


SEND FOR CIRCULAR DEPT. C. 











% KENDALL SHOE COMPANY a 
HAVERHILL, MASS 
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WHERE TO BUY 


Store Fixtures 


HAVE ) 1 COPY Of} He 
NEW GOODWIN CATALOG 


STORE FIXTURES | 
INSTALLATIONS 


ID WIN 


SHO! 


STORIE 





Billy Rogers—Shoe Merchant | 


[CONTINUED FROM PAGE 47] 


If you borrowed 


“Of course not. 
tell you 


$5,000 though—which [’ll 


trankly you won’t—we’d certainly ex- | 
pect a reasonable reduction in the note | 


on renewal.” 

“Oh, that’s better,” Billy now felt 
that banks might, after all, be human. 
“But, Mr. Blunt, it does seem to me, 
with the assets I Have, I ought to be 
able to borrow five thousand-—and sure- 
ly my character is worth something.” 


“I notice, Rogers, that you’ve men- | 
tioned your character two or three | 


times as an asset. Character, to be an 
asset, must be positive—yours is mere- 
ly negative.” 

« . I don’t follow you, Mr. 
Blunt.” Billy felt aggrieved. 

“Then I’ll make it clearer. Your vir- 
tues to date are negative, or passive. 
You don’t steal, you don’t lie, you are 
sober and clean morally—all admirable 
qualities—but passive. The character 
that has a cash value is dominant and 
positive. If you had demonstrated your 
ability to fight through a bad situation, 
if you had established a reputation as 
. a. hard- working, successful 


Oh, “Mr. Blunt, you don’t imply I’m 
not honest—or that I’m lazy, do you?” 

“Certainly not, but I do more than 
imply—I state positively—that you 
have not demonstrated success. Here 
you are in business only a few months; 
you started business with much more 
cash than you needed for your store, 
and here you are already pinched for 
money. Do you call that a successful 
record—honestly ?” 


bee looked at the paper on the 
desk. He realized the truth of what 
the banker had said so relentlessly. 
Ws oe 8 a suppose 


not. But ‘we all ‘make some mistakes.” 
“That’s so, Rogers, but I’m afraid 


you’ve repeated them—and that’s the | 


main difference between success and 
failure—making mistakes or repeating 
them. However, this discussion isn’t 
helping you, and I’m busy. You owe 
around $3,500 and you have around 
$600 in the bank. According to your 
own figures you need no more than 
$3,000 to clean up everything to date. 
So it’s stupid to ask for more than you 
need. Besides, you’ve two weeks yet 
before any of those accounts are over- 
due for discounting—and surely you’ll 
get a lot of cash in during that time. 
Why, even your accounts payable— 
all now due—would pretty nearly 
clean the slate. I guess you are sail- 
ing close to the wind, but I believe you 
can work out. However, come in this 
afternoon with a list of your charge 
customers—if they look reasonably 
sound,-I’ll undertake to help you at the 
last minute to the extent of not more 
than two thousand.” 

The banker held out his hand, smiled 
genially at Billy, and the interview 
was over—at least for the time being. 

As he walked to his store, Billy real- 
ized that he had made a poor showing 
—and his innate sense of justice made 
him realize that he had received fair, 
if cold consideration. 

The rest of the morning was occupied 
with the regular business of the day. 
At lunch time he made out a list of 
his accounts receivable and at two 


100 


| seemed an omen of ill. 





| but 


o’clock was once more with Jethro 
Blunt. 

The banker scanned the list, frown. 
ing meanwhile—a habit he had, but to 
Billy’s already strained nerves, it 
Jethro Blunt 
touched a button and a young man ap. 
peared. 

“Check up these people,” he said 
abruptly. While waiting for the clerk 
to reappear, Blunt talked easily and 
pleasantly with Billy about everyt! ing 
—except Billy’s business. After ten 
minutes wait the clerk returned and 
placed the list before Mr. Blunt, and 
with a quick, speculative glance at 
Billy, departed. 

“Tch, tch, tch!” the banker shook 
his head and scowled. Then to Billy 
he said, “It seems to me, Rogers. as 
though you’ve given credit to mos: of 
the recognized slow pays, or dead bvats 
in Fretton. Surely you checked them 
up at the Retail Credit Bureau.” 

Good heavens! Something else he 
didn’t know! Billy went red with em- 
barrassment. It seemed to him that he 
must appear to be the most stupid and 
ignorant fellow in the town. To the 
banker, however, he appeared to be a 
simple, honorable, well meaning young 
fellow who lacked experience in the 
common routine of store management; 
yet who was hard working, a ood 
salesman and eager to learn. 

After an embarrassing pause [Lilly 
stuttered, “It. . it must sound 
stupid, Mr. Blunt. . . but 

es : didn’t know of the 
bureau.” 

“You belong to the Chamber of (om- 
merce, don’ t you? 

“Te, ae.” 

“Then the secretary is to blame. He 
should have provided you with a credit 





rating book. I’ll call him about it right 
away.” 

Without a pause the banker called up 
the secretary of the Chamber and in 
no uncertain terms told him to see 
that Billy was given the credit in- 
formation and help he needed. 

“I’m sorry, Rogers, but your accounts 
aren’t worth fifty cents on the dollar. 
You’ve suffered from the fate of many 
new businesses! All the dead beats, 
whose credit is shot, go to a new store, 
because they know that the beginner is 
eager for business and possibly is not 
familiar with credit regulations, or he 
may lack the courage to deny credit. 
On the face of this report, I’m really 
not justified in giving you credit. \\ind, 
I won’t promise not to help you-~but 
you’ve first got to, demonstrate tha! you 
can help vourself.” 

“How, Mr. Blunt?” 

“By getting your stock down, by col- 
lecting such of these accounts a are 
good and by establishing a de inite 








credit policy.” 
“Mr. Blunt, what would you ad\ 


HE banker smiled. “I’ll remin: you 
of what I said to you some mnths 
ago. I can’t advise on shoe stor’ pol- 
icies—only on policies in general. And 
I again recommend you to see you old 
boss, Parker.” 
That concluded the business, so Billy 
left. and on the impulse of the mo ‘ent, 
walked the few steps from the }ank 





to Parker’s. As usual, Emery F«rker 
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was t 
the tl 

“M) 
giving 


was there on the job. After passing 
the time of day, Billy asked. 

“Mr. Parker, I’ve made a mess of 

giving credit. Mr. Blunt advised me to 
see you. . . . 
“Wanted on the telephone sir,’ one 
of the salesmen interrupted. Parker 
excused himself to answer the call. It 
was Blunt talking. 

“Oh, Emery, your young hopeful has 
just left here. I think he’!] be in to see 
you. He’s rotten on credits and I 
should think could go on a cash basis 
—if |e continues as now he'll be bust 
inside of a year. Of course, I’ll see 
him through his present jam—his state- 
ment justifies a short term loan—say 
sixty cays, but I think he needs a scare 
to make him get busy for himself. See 
you at the Club this evening? [’ll have 
time for nine holes.” 

Parker walked back to Biily and al- 
lowed that young man to explain in 
detail his problems of credit. When he 


had finished, Parker replied. 
‘Oo! course, Billy, I have to give 
credit. It seems strange, but the 
more wealthy your customers, the more 
credit they take. Now, doing a high 
grade trade, I can charge—and I do 
too, Billy—a good margin of profit. 
Your class of trade is different. There 
was a time when a medium trade shoe 
merchant could get his forty per cent 
gross, but he can’t today. You are in 
competition with the chain stores for 
your price range is the popular range, 
and that’s the trade the chains are 
after. Follow that?” 

“Yes, Mr. Parker.” 

“As your margin of profit—by the 
way, what is your gross profit?” 

“Thirty-three and a third.” 

“None too much—yet about all you 
can get and meet competition. As I 
was saying, your margin of profit is 
so close as to leave little leeway for 
mistakes in judgment. Your credit 
situation is one that requires a definite 
policy that you will adhere to. Of 
course, you should consider a strictly 
cash policy—-you would lose some busi- 
ness, but you’d also avoid the head- 
ache your present credit situation must 
give you.” 

“l’ve been thinking of that, Mr. 
Parker—but then I thought that if I 
did give credit, I’d offer advantages 
over the chain store. I know I can’t 
beat ‘em on price, so I thought I’d offer 
a better service. Is that reasonable?” 

“Sure is, Billy, but why make credit 
your service? I think you could offer 
better shoe fitting than the chain store. 
That’s your strong quality, Billy, as 
I've told you before. Then you can 
offer a personality that the chain store 
lacks. After all, the average customer 
likes to do business with the proprietor 
of a store, if he can. The advantage 
of the shoe chain is not so much in 
buying as an aggressive selling pro- 
gram. Now the success of their selling 
policies depends on the energy of the 
loal manager. Unfortunately, too 
many individual shoe store proprietors 
need someone to prod them with ag- 
gressive action. You can’t run a shoe 
store unless you are equipped with a 
selfstarter. If you'll keep everlastingly 
at it, have audacity enough to try new 
ideas and use reasonable judgment in 
buying—both in quantity and style— 
we can meet the chains without any 
ear. 


“Gosh, I guess you’re right, I guess 





I'm able to do as well as a hired man- 
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ager—better if I’m any good. I'll talk 
it over with June, and it she thinks a 
strictly cash policy is the one to adopt, 
I’m for it. You’ve given me some good 
arguments for and against, Mr. Parker. 
Now it’s up to me to decide. And 
again, I’m in debt for your heip.” Billy 
then left and returned to his own store. 

After the books were posted that 
evening, Billy discussed the credit sit- 
uation with June. She jiggled her 
pencil between her teeth—a habit she 
had when concentrating. “It seems to 
me, honey, that you want to have a cash 
policy, yet if anyone is given an A-1l 
credit by the Credit Bureau of the 
Chamber, you should give them credit 
if they ask for it. But if they do, tell 
them you’ll make it a personal matter, 
as the business itself has to operate on 
a cash basis on account of your close 
margin.” 

That suggestion struck Billy as 
splendid. “As per usual, you’ve hit the 
right sow on the ear—to mix my met- 
aphors.” 

“Mixed metaphors are hatched from 
addled brains—so don’t try to be fun- 
ny. D’you know, honey, you are the 
most dismal creature when you try to 
be funny.” 

“Seems to me, as if you were try- 
ing, with your delicate tact, to dis- 
courage my bursts of good nature. 
Never mind, I’ll talk credit versus cash. 
And your program is adopted. Now 
let’s have a card or something to hang 
in the store to discourage credit re- 
quests. I remember one once that read, 
“Please do not ask for credit, as a 
refusal often offends.” 

“No good—crude and rather stupid,” 
June shook her pretty head. 

Here’s another, “We sell shoes—the 
bank cashes checks. We agree not to 
compete with each other.” 

“Billy, boy, wise cracks may be all 
right for the lower Washington Street 
trade, but if you want to have some 
pride and dignity, a plain statement of 
fact, courteously stated, is what you 
want.” 


AFTER some further discussion, they 
agreed to use the following copy in 
their next “The Old Shoemaker” series 
of advertisements, and also to display 
it in small, but clear lettering, in the 
store: 





Our Store Policy 


Every shoe_ unconditionally 
guaranteed to satisfy you. 

We guarantee never to be un- 
dersold—quality for quality. 

All shoes sold strictly for cash. 

Free delivery service in Fret- 
ton. 











“That wraps up the cash policy nice- 
ly with other things the customer likes 
to have,” Billy seemed pleased with 
their effort. 

The next day Billy had two of the 
signs written and prominently placed 
in the store. Then he decided to write 
to his present debtors and bring them 
to time. His friend, Seymore Jones, 
the advertising solicitor, of the Fretton 
Courier, was in the store while Billy 
was struggling with the composition. 

“Gee, Seymore, but it’s a tough job 
to write a letter sometimes. 
when it comes to English.” 


[TURN TO PAGE 102, PLEASE] 
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WHERE TO BUY 
Ballet Slippers 


oe rm ed 





in Stock Black Ballet 
Slippers 
Ladies’ $1.25 pair 
Misses’ $1.20 pair 
Childs’ $1.15 pair 
BLOG SHOE CO., INC. 


147 Duane Street 
New York City 














I’m dumb 


The Famous Con- 
cave Arch Hard 
Toe Slipper, and 
all types of danc- 
ing footwear. At 
once delivery. Send 
for catalog. 


Coast Representative: 


MR. A. F. WINSLOW 
5159 Vincent Ave., Eagle Rock 
Los Angeles, California 


WHERE TO BUY 


Puttees 





RAPID TURNOVER 
UNUSUAL PROFITS 
on a 
Small Investment 
with 
Williams 
Nationally Advertised 
Leather Puttees 
Always IN STOCK. 
Men's and Boys’. 
Various Styles. 


Write for our proposition. 











WHERE TO BUY 
| Spats 
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— 
PERFECTION 


CONSISTENTLY 
THE BEST 
Perfection 8S pats 
have been manu- 
factured for the 
past 40 years in 
all the prevailing 
colors: Pearl Gray, 
Fawn, Taupe, and 
Light Fawn. (Prices and 
quest.) 


samples on re- 


Perfection Overgaiter Co., Ine. 
* 107 College Street, Burlington, Vt. ® 
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WHERE TO BUY 
Spats 








Church’s 
Imported Spats 


Large stock carried all year 
around to insure prompt service. 
Write for samples. 

LYONS & CO. 
122 Duane St., New York City, N. Y. 

















Nationally known 
—nationally ad- 
vertised. A com- 
plete line of fine 
spats—to retail 
from $1.50 to 
$5.00. 


Send for 
list. 


S. Rauh & Co. | 


price 


650 Sixth Ave. 
New York 





More Schiff Co. Stores 


CoLuMBus, OHIO (UTPS) — The 
Schiff Co., with headquarters in Col- 


units in its retail shoe chain to 148 by 
the opening of departments in depart- 
ment stores in Springfield, Mass., and 
Waukegon, IIl., and separate stores in 
Monnessen and Beaver Falls, Penn. 
The stores were opened during the sec- 
ond week in October. The company 
now operates in 20 States and the 
district of Columbus. 








Billy Rogers—Shoe Merchant 
[CONTINUED FROM PAGE 101] 


“What's it all about, old timer? Per- 
| haps I can help out.” 

He did, with the result that the fol- 
| lowing letter was written to be sent 
| out the next day. 

~ 2. ere 

“In the interests of our good friends, 
we have decided on definite service pol- 
icies. We feel that you have a right 
to know what you can expect from us. 

“First, every pair of shoes is guar- 


; anteed unconditionally to satisfy. 


“Second, our stock of shoes must rep- 


| resent the latest word in shoe vogue, so 


far as our judgment, after a careful 
study of the trade, dictates. 

“Third, our judgment and experience 
in scientific shoe fitting is at your dis- 


| posal free at all times. 











DUNHILL SPATS 
TOPS THEM ALL 
IN STOCK NOW 


In 3. Selling Colors 
$10.50 to $36.00 per dozen 
Samples on Request 
STAR FOOTWEAR MFG. 


Howard 

















and Norris 
Philadelphia 





SPAR TON 


SPOTPRUF SPATS. 





idea in spate 
this fall will 
make you 

profits. AFTER 
Rub the spot or stain with a damp cloth 
and presto!—a fresh spat. 





. 
BEFORE 


Twice as easy to sell as ordinary spats. 


CHAS. F. CLARK, Inc. 
1403-1409 W. Congress St., CHICAGO fT 





ON APPROVAL 
WE CARRY STOCK FOR YOU! 


PRICES: 
$11.50 
$14.50 
$18.50 

COLORS: 

Pearl and Medium 
Grey, Light and 
Medium Fawn. 





Betens buying Spats, let us ship on approval 
or 2 dozen for your inspection. We stock-up 
tor you and size-ups, no matter how small, 
fioves | at once. ordering samples 
Specify price wanted. 


GOLD SEAL 
536 Broadway 





New York | 











“Fourth, to keep prices at the lowest 
possible price to you, we have decided 
on a strictly cash policy. We made a 


| temporary exception in your case, dur- 


ing our opening rush. We know, how- 
ever, you will realize that we cannot 
give credit and sell at cash prices, so 
will you clean up this obligation right 
away. 

“Come in this week, and while pay- 
ing this bill, let us show you some of 
the newer styles we have just received. 

“Respectfully yours.” 

“Don’t know whether it will get us 

the money, but it will sure tell ’em you 


are through feeding shoes to dead 
beats,” Seymore Jones said with a 
chuckle. 


“Well, the only thing to do is to send 
out the letter and see what happens,” 
Billy was cheery and optimistic. He 
felt he was at last tackling these prob- 
lems in a definite way. 

Lyman Acks—who had automatically 
become “Lilacs,” was finishing an _at- 
tractive window trim. That quiet man 
was proving that he knew shoes and 
shoe selling. 

His window trim was different from 
the regular run of Billy’s—for “Lilacs” 
had written neat descriptions of the | 
shoes with the prices. And those “writ- | 
ten sales talks” as he called them, made | 
the price seem much more reasonable 
than a bare price ticket could do. 

The windows were pulling more 
trade since Lyman Acks took charge | 
of them. “If my letter kills the credit | 





parasite, we’ll be making real progress 
—for the store is certainly attracting 
more people all the time,” Billy thought, 
as he congratulated his assistant on 
the fine display. 

“Thank you, Mr. Rogers,” was ali | 
“Lilacs”. said, but that he was gratified 
was obvious. 

Two days later the “selling collection 
letter” as Seymore Jones called it. went | 
out. Yes, it had effect all right—but | 
not just as Billy hoped! 
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umbus has increased the number of | 


| He’s Making Alaska Shoe 
Conscious 
[CONTINUED FROM PAGE 37] 


It took Devlin several years to get 
the confidence of these people. Now 
that he has it, he is taking care to 
keep it, for they are clannish folk who 
do not readily take to strangers. 

One other thing about Ketchikan: in 
the past four years, Charlie says, ihe 
only times when it has not rained was 
when it snowed. Nice climate, that. It 
will be seen that a man can’t eke out 
much of an existence retailing shoes 
from $18 to $22.50 under these condi- 
tions, so our hero travels. As this is 
being read, he is on one of his twice-a- 
year trips. These take him about ten 
weeks each and Charlie employs every 
known type of conveyance in making 
his territory—boat, railroad, dogsled 
and airplane. This little jaunt takes 
him to Fairbanks, Anchorage, Seward, 
Cordova, Juneau, Petersburg and 
Wrangel. Look them up on a map. 
It is a 2600 mile swing—some territory 
for a one-man retail shoe store to cover. 

All things considered, Charlie Devlin 
is doing an extraordinary job. He de- 
serves a lot of eredit, too, for he has 
carved out a tidy little business for 
himself. It really seems strange to ‘ind 
a smart young fellow like he is, who is 
content to stay way up near the Roof of 
the World, especially one who has sold 
shoes in good stores on both coasts 

Perhaps a more interesting story 
would have been told of Devlin I 
hadn’t made a big mistake. On the up 
trip our boat tied up at Ketchikan a 
couple of hours, docking at 10 p. m. 
The town was waiting for us, with all 
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shops open. It is customary for every- 
one to pile off the boats to do the towns, 
no matter what the time may be. Of 
course I beat it up to see Brother Dev- 
lin, while the wife and a couple of at- 
tractive Chicago school teachers went 
curio hunting. When the three hunters 
came back to the store all interviews 
were declared off, for what chance did 
a mere Field Editor have in competition 
with the aforesaid feminine contingent? 

Things are too civilized in Alaska, 
anyway. 





WHERE TO BUY 
Spats 


BOND STREET 









Styled in Eng 

Equal in every ay 
to the finest m 
ported spats t 
made over here «und 
priced accordirwly. 
Very complete ne 
in wide range of 
prices and all r- 
rect shades. N 2- 


ally advertised 
Write for price list and samples. 
THE WILLIAMS MFG. CO. 
PORTSMOUTH OHIO 


26, 1929 
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Paris Is 





Wearing 


[CONTINUED FROM PAGE 35] 


Though it is generally understood | 
that silver shoes are demodé, I have | 
seen a good many worn by smart wo- 
men at such places as Giro’s and les 
Ambassedeurs, but only with white. | 
However, bright colored crepe de chine 
or faille are newer, and then, of course, 
there is the white and black, or white 
and red satin pump that is ultra smart. 
Not a few of the world’s most elegant 
women are having shoes made of their 
dress material. When it is figured they 
are combined with a plain silk. Rather a 
new idea is to have the shoes worn with 
either a black or a white frock to match 
the jewels, meaning, of course, the mod- 
ern jewels being shown by the big dress- 
making houses—a fad of the moment, 
perhaps, as I do not believe that women 
who possess many beautiful real jewels 
will be interested in the many imita- 
tions being shown and worn at this sea- 
son of the year. 

A sandal fastened by two narrow 
straps coming from either side of the 
shanks and fastening on top of the in- 
step has been seen in black patent and 
in various crepe de chines in the even- 
in 


Sree de chine, untrimmed pumps in 
black, are often worn with chiffon af- 
ternoon frocks on hot days, such as we 
have been having for the past fort- 
night, which means that they will be 
good for the south next winter, as they 
were only worn by exclusive French 
women, such as the Duchess de Gra- 
mont, who are among those who really 
set the styles. 

A great deal of gray has been seen 
recently at tea time. All are new mod- 
els; I should say the frocks of ensem- 
bles, a clear light gray, with perhaps a 
pinkish tone. So far as I can find out 
all Americans are ordering at least one 
gray ensemble for the autumn, but not 
winter. With all gray frocks gray liz- 
ard or gray antelope, lizard trimmed, 
were worn. I am sorry to say all were 
pumps. Gray hats, gloves and bags 
were used, but only one out of at least 
twenty women was wearing gray stock- 
ings. 

Perugia is making velvet pumps for 
evening—which, of course, means that 
they will be smart. There is nothing 
new in velvet, as Marouf made it last 
year. In fact, I personally had a pair 
of cherry-red velvet trimmed with sil- 
ver bands and silver and red heels when 
I went to London last September. They 
were very beautiful, and, worn with a 
black velvet frock at dinner at the Bar- 
clay, they created quite a sensation. 
But Perugia’s are different from any 


eres 4 ee ee 


WHERE TO BUY 


Dancing Taps 
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| CLOG DANCING TAPS 


Made of special alu- 
minum metal so as to 
give the desired ring. 
Easily attached. 

Price 20c. Per Pair 
Brooks Shee Mfg. Co. 
Swanson and 

Sts., Ph 





ll i el al 





Los Angeles 
1162 Se. Hill St. 
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seen last year in that they are trimmed 
with satin in the same color as the vel- 


| vet, a narrow turnover throat collar, 


with a small diamond or near-diamond 
bowknot placed between the points, and 
satin heels. This model is perhaps 
Perugia’s best; certainly it is the most 
wearable, and will probably be made in 
all colors and material combinations. 
The bowknot is the favorite trimming 
at this house. 

Perugia’s sandals are nearly always 
in two-color combination, and, by the 
way, Perugia is using satin for evening, 
not only for the trimming, but for the 
entire shoe. The sandal illustrated is 
his newest one and was originally made 
in pink and blue satin, pink vamp with 
blue collar, blue quarter, rhinestone 
studded heels and bowknot on vamp- 
throat at the opening of the turnover 
collar. The same in red and black, with 
red satin heels and finely cut jet bow- 
knots has been ordered by Mrs. Clar- 
ence Geist. 

It is said that this is to be a black 
and white or magpie winter. (I have 
just read in the paper that the weather 
man of France has predicted a very 
cold winter.) The models being pre- 
pared in black and white are legion. A 
most original one is a regulation black 
patent pump with white kid throat bor- 
der and an ornament which resembles 
three dice overlapping each other, 
white ivory with black spots, placed on 
the outside from what would be the 
shank seam toward the vamp-center. 
Black antelope in wing tipped oxfords 
are being shown by Enzel, also ante- 
lope with tips of black patent. Brown 
antelope is combined with brown kid in 
the wing tipped model. 

Bentivenga, rather a new house, that 
is new as a grand bottier, is doing 
everything possible, as, in fact, are all 
the bottiers, to make women take to 
something that covers the foot a little 
more than a pump does. The latest 
sport or walking model is of alligator 
in brown outlined with brown kid, 
brown kid strap and low covered heel 
of the kid. This model is suggestive 
of the monk’s shoe, but the tongue 
comes from the vamp-throat and the 
strap passes through it at the instep 
and fastens on the outside with a brass 
buckle (see illustration). 

Another model from the same house 
that has been made for the Baronne de 
Hulckler is of beige kid and brown 
snake, kid vamp and quarter, snake 
shank running to vamp-throat, snake 
heel, a strap from the shank at throat 
crosses the instep and buttons on the 
outside; from vamp-throat to strap 
there is an up-standing bow of beige 
kid, speckled gold and snake. This 
same model is made in gray antelope 
and gray lizard, with black patent, gold 
speckled. 

Pinet is making crepe de chine after- 
noon pumps in all fashionable colors, 
combined with the same color crepe de 
chine spotted black or white. This is 
what is known as the cocktail shoe and 
is supposed to be worn by the hostess, 
as it is essentially a house shoe. 

Length of vamps and height of heels 
are as for the past season. 
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WHERE TO BUY 


Women’s Novelties 
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produces footwear of remark- 

able lightness, smartness and 
flexibility. 

BOND SHOE COMPANY, (32 Duane St., New York 
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WHERE TO BUY 
Children’s Shoes 
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Approved by Medical Men 


As a_ fully ventilated 
shoe the Burkley Ven- 
tllated Foot Developer 
is unexcelled. Well 
known surgeons 
mend its use. 
Barkley Shoe Co. 
1156 Ne. 
|_ Brockton, Mass. 















IDEAL BABY SHOE CO. 


MRS. A. L. DAY 
387 Feurth Avenue 
N York 


ow 
323 W. Jackson Bivd. 
1307 Washingten Ave. 
&. Leais 
49 Fourth &. 
San Francisce, Cal. 

















WHERE TO BUY 
Shoe Forms 
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TRANSPARENT OR WHITE FAIRY 


SHOE FORMS 

Light, Inexpensive and 
Practically Invisible 
Linings and case num- 
bers easily seen when 
‘ transparent form is im 
shoes. Write 








THE SHOE FORM CO., Auburn, N. Y. 











WHERE TO BUY 


Wooden Sole Shoes 
















WOOD SOLE SHOES 
Heavy Full Oil 
Grain Leather 

Shoes, High Cut, Buckles, 


Boots, 18-inch Tops... .$4.50 
A. H. RIEMER 








Milwaukee, Wis., 
uU 8B A 
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Satisfy the Foot as well as the Customer 





JES... that’s exactly 


‘| what I want. Even 








‘| though they are a 





half size smaller, this partic- 
ular style may be real com- 


fortable.”’ 


*‘Let’s slip them on, madam. Now, 
bear your weight, please, and step 
rather solidly. How do they 


feel?” 


“Well, this one seems a lit- 
tle too snug. But perhaps it’s 


imagination because they are 


“Nearly every- 
one’s feet vary, 
madam. Appar- 


ently your left 


foot is a trifle smaller. Our 
REPCO stretcher, however, 
will ease that shoe in such a 
way that it will never cause 


you discomfort.” 


@,Just how frequently this situation 
arises is best known by the salesman 
himself. His careful fitting 
gains and holds desirable 


~, trade. In the retail shops an 


orderly equip- 
ment of stretch- 
ers is necessary 


— in all sizes. 


REPCO STRETCHERS 


The wood is fully seasoned rock maple 

and the blocks are conneéted by a strong 

steel hinge. The aétion is easy, accurate 

and dependable, through a simple mech- 

anism—toggle joint and slow aétion 
thread screw. 


For Sale by Shoe Findings “Deaters 


United Shoe Machinery Corporation, Boston 


San Francisco “Branch: 859 Mission Street 


J. K. Krieg Company, 39 Warren Street, New York City 
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Business Changes 


CALiFORNIA—Los Angeles—Paramount Shoe 
Manufacturing Co., shoe manufacturers; inc. 
authorized capital $2,000. 

San Pedro—Fine & Sher (“The Leader’’), 
shoes, etc.; partnership dissolved; succeeded by 
Frank Fine. 

ILLI NOIS—Chicago—-Benjamin Ruken (3540 
Lawrence Ave.), boots and shoes; sold or closed 
out business. 

IND! ANA—Evansville—De Jong’s, Inc., shoes, 
etc.; recently incorporated. 

Hammond—Carl Gabovitch (Leary’s Army 
Store), shoes, ete.; removed to Forest Park, IIl. 
—oper:!ing as Gabovitch & Furman. 

Monticello—Hobart Fairfield (Fairfield’s Cash 
Shoe Store), boots, shoes, etc.; reported sold to 
Battre:! Shoe Store. 

KANSAS — Herington Ziebill Trulove & 
Sturdiy boots and shoes; succeeded by The 
Fashior Inc. 

Hiawatha—Don H. Miller (M'‘ller’s), boots and 
shoes; <old out to W. E. Howard. 

MASS ACHUSE1TS — Boston — H. Scheft Co., 
boots and shoes; filed issue $8,000 of common 


stock. 
Bridge water—L. Q. White Shoe Co., shoe man- 
ufacturers; filed issue $24,500 preferred stock. 
Brockion—Daly Dodd Mfg. Co., Inc., shoe 
goods; name changed to Daly Shoe Findings, 


Inc. 

Craig, Reed Shoe Co., shoe manufacturers; 
ine. authorized capital $50,000. 

Haverhill — Kelleher Consolidated Shoe Co., 
shoe manufacturers; inc. authorized capital 
$50,000. 

Newburyport—Rowe & Thurlow, shoe manu- 
facturers: recently incorporated. 

Worcester—I. Miller (Salon of Worcester, 
Mass., Inc.), boots and shoes; inc. authorized 
capital $20,000. 

Ida Yanofsky, boots, shoes, etc.; filed married 
women’s certificate. 


MICHIGAN—Detroit—Foot Joy Stores, Inc. of 
Detroit, boots, shoes, etc.; recently incorporated. 

Ionia—Miracle Store, shoes, etc. ; recently com- 
menced business at 218-220 W. Main St. 

Ishpeming—Ishpeming Store Co., shoes, etc. ; 
ine. authorized capital $30,000. 

Mass. City—L. J. Maloney & Co., boots, shoes, 
etec.; partnership dissolved; succeeded by Nel- 
son Contin. 

MISSOURI—St. Louis—Washington Shoe Co., 
Inc. (Locust St.), shoe manufacturers; name 
changed to Kane, Dunham & Kraus, Inc. 

NEW YORK—Brooklyn— Walter Hanover Shoe 
Stores, boots and shoes; inc. authorized capital 
$10,000. 

Lynbrook—Harry Ferber (The Bootery), boots 
and shoes; succeeded by Charles Spitzer. 

New York City—Morley Shoe Stores, 
and shoes; inc. authorized capital $10,000. 

Jano’s Bootery, boots and shoes; inc. author- 
ized capital $10,000. 

OHIO—Cleveland—Northern Merchandise Co., 
shoes, etc.; recently incorporated. 

PENNSYLVANIA—Monessen—M. J. Goldberg, 
boots and shoes; reported sold to Schiff Co., 
Columbus, Ohio. 

Philadelphia—Harry Desman (247 South St.), 
boots and shoes; reported succeeded by Stanley 
Shoes, Inc. 

Stanley Shoes (247 South St. and branches), 
boots and shoes; inc. authorized capital $25,000. 

Harry Molotsky (2118 W. Oxford St.), shoes 
and repairing; reported sold or closed out busi- 
ness. 

Williamsport—Rand Shoe Stores, boots, shoes, 
ete.: recently incorporated. 

WISCONSIN—Racine—Davies Shoe Mfg. Co., 
Inc., shoe manufacturers; reported removed to 
Hor‘con, Wis. (plant and offices). 

Shullsburg—T. W. Peiffer, shoes and repair- 
ing; sold to George Daacon. 


boots 








Failures, Embarrassments, Etc. 


ALABAMA — Jacksonville — J. Brown & Co. 
(Miriam Kantor, owner), shoes, etc.; reported 
petition in bankruptcy; reported receiver ap- 
pointed. 

CONNECTICUT—Hartford—Morris Sheintop 
(Keney Tower Shoe Co.), boots and shoes; re- 
ported petition in bankruptcy. 

FLORIDA—Wauchula—Ratliff Dry Goods Co., 

ts, shoes, ete.; reported petition in bank- 
ruptcy. 

GEORGIA—Columbus—Charles 
Broadway), shoes, ete. : 
ruptcy. 

Mou!trie Heard Shoe Co. (I. A. Heard, sole 
prop.), boots and shoes; reported petition in 
bankruptcy. 

MASSACHUSETTS—Salem—Leo’s hoe Store, 

ts and shoes; reported petition in bank- 
ruptey. 

MICHIGAN—Alma—Kell Graham Shoe Co., 
boots and shoes ; reported petition in bankruptcy. 

Detroit—Meyer S. Friedman (6732 W. Fort 
St.), boots and shoes; reported closed under chat- 


tel_ mortgage. 
Triangle Shoe Co. (7251 Gratiot Ave.), boots 
and shoes; reported petition in bankruptcy. 


MISSOURI—St. Louis—Benjamin Heller (Hel- 


Satlof (1025 
reported petition in bank- 


ler’s Bootery), beots and shoes; reported peti- 
tion in bankruptcy. 

NEW JERSEY—Atlantic City—Tile Shoe, Inc. 
(801 Atlantic Ave.), boots and shoes: reported 
petition in bankruptcy. 

NEW YORK—Brooklyn—Max Rabinowitz (723 
Grand St.) (and branches), boots and shoes; ex- 
tension granted. 

New York City—-Max Goldberg (135 E. Hou- 
ston St.), boots and shoes; reported petition in 
bankruptcy; reported receiver appointed. 

Poughkeepsie—Harry M. Schwartz, boots and 
shoes; called meeting of creditors Oct. 11. 

Rochester—Rosenberg Brothers, shoes, etc.; 
reported offering to compromise at 25 per cent. 

NORTH CAROLINA — Williamston Morris 
Essey, shoes, etc.; reported petition in bank- 
ruptcy. 

OHIO — Toledo — Nasts, Inc. (Summit 
shoes, etc.; reported petition in bankruptcy. 

PENNSYLVANIA—Chambersburg—Charles E. 
Heintzelman, boots and shoes; reported offering 
to compromise at 15 per cent. 

EXAS—Port Arthur—I. Wyde, 
reported petition in bankrupacy. 

VIRGINIA—South Boston—C. A. Anderson 
(Anderson’s Shoe Store), boots and shoes; re- 
ported assigned. 


St.), 


shoes, etc. ; 








New Shoe Dealers 


Britton, S. D.—J. C. Penney Co. 

Troy, Pa.—J. C. Penney Co. 

Philadelphia, Pa.—Metropolitan Chain Stores, 
ne., 3053 Kensington Ave. 

San Angelo, Tex.—Sears, Roebuck & Co. 
Klamath Falls, Ore.—J. J. Newberry Co. 
Brook, Neb.- Stokes Stores, Inc. 

Moccasin, Cal.—S. E. McCormick. 

Kenneth, Minn.—Otto M. Leischner. 

Mifflin, Ind.—Miller & Senn. 

Shelby, Mich.—K. L. Grant. 

Rio Frio, Tex.—Leo L. Slover. 

Dunn Center, N. D.—Radke Mercantile Co. 
roadus Mont.—E. B. Serruys. 

Pulaski, N. Y.—Willard H. Bonner. 

Clay, Ky.—Wallace & Wynn. 
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227 S. Elm St. 


Helvey, Neb.—Robert Grimes. 

Frederika, lowa.—Robert Pries. 

Bardolph, Ill.—Grove Hinderer. 

Hopkinton, N. H.—Samuel C. Baker. 
Milbridge, Me.—O. P. Gay. 

Bloomfield, Ind.—Oscar Bredeweg. 

Falls City, Ore.—Helm & Irvine. 

Burlington, N. Y.—Leo W. Bull. 

Morton’s Gap, Ky.—C. O. Wilkey. 
Washington, D. C.—I. Miller, Inc., 1222 F. St., 


ntl Okla.—French Boot Shop, 21 W. 5th 
2. 


Greensboro, N. C.—Sheppard & Myers, Inc., 


(soon). 


ed Oak, lowa—C. H. Williamson. 
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Latest Reports of New Stores, 
Failures, Embarrassments and 


Bankruptcy Proceedings 


Providence, R. 1.—-G. R. Kinney Co., Inc., 
235-37 Weybossett St. 

Frankfort, Ind.—Central 
Block. 


Augusta, Me.—-G. 
Ss 


Shoe Store, Ross 


R. Kinney Co., 269 Water 
t. 
Hartford, Conn.—Arch Aid Shoe Shop. 
Boston, Mass.—Curtis Shoe Co., 31 Winter St. 
(6th store). 
Milwaukee, Wis.—Langill & 
North Ave. (2nd store). 
Colton, S. D.--Ordal & Johnson. 
New York, N. Y.—Adapto Shoe Co., 
Glennie, Mich.—Glennie Mercantile 
New York, N. Y..-Wm. Cohan Shoe 
Schulenburg, Tex.— Robinowitz Bros. 
Atlanta, Ga.—Nettleton Shop, 114 


St. 
Eight Mile, Mo.-—J. L. Nelson Merc. Co., Bank 
Bidg. 
San Pedro, Cal._-Frank Fine. 
Bakers. N. C.—-Rowell Bros. Cash 
Alexandria, Tenn.—Goodner & Son. 
West Mansfield, Mass.__Everett M. Felton. 
Corning, Ark.—F. M. Elmore. 
Delavan, Wis.-—Leslie Stores. Inc. 
Cincinnati, Ohio—Arn-Mor Shoe Co. 
Philadelphia, Pa.—Mark Shoe Co. 
Shreveport, La.—R. & D. Shoe 
Milam St. 
Durham, N. C. 
Shop, Inc. 
Auxier, Ky.--Auxier Mercantile Co. 
Scotland Neck, N. C.--Shields Co. 
Lake Alfred, Fla.—-Colson’s, Inc. 
New Brunswick, N. J.—Bargain Shoe 
Inc., 46 Patterson St. 
Eustis, Fla.—-Central Florida Supply Co. 
Gloversville, N. Y.—-W. T. Grant Co., 122 W. 
Main St 
Fargo, N. D.—National Bellas-Hess Co. 
Pocatello, Idaho—J. J. Newberry Co. 
Gurley, Ala.—A. J. Williamson (soon). 
Syracuse, N. Y.—Menter Shoe Co., Inc. 
Haverhill, Mass.—National Shoe Co. 
» Holyoke, Mass.—Chandler Shoe Co., 313 High 
t. 
Worcester, Mass.—-I. Miller Salon, Inc. 
Rockland, Mass.—Alden, Walker & Wilde, Inc. 
Springfield, Mass...West Shoe Co., 12 Vernon 


Grauer, 2812 


Ine. 
Co. 
Corp. 


Peachtree 


Store. 


Corp., 424 


Adler’s Cinderella €lipper 


Store, 


St. 

Boston, Mass.—Banner Shoe Co., 470 Atlantic 
Ave. 

Webster Springs, W. Va.—Greiners Store Co. 

New Castle, Ky..-George M. Long. 

Chicago, Ill.—-Eli’s Store for Men, 
Ewing Ave. 

Vernon, Tex. 

Winthrop, Minn. 

Houghton, Mich.—Herman P. 
Bldg. 

Grand Rapids, Mich. 

Sioux Falls, 8. D. 
113 N. Phillips Ave. 

Charleston, W. Va. 
Co., 802 Quarrier St. 

Newark, N. J.—Vanity Shoe Stores, Inc., 972 
Broad St. 

St. Petersburg, Fla.__Johnson-Dehon, Inc. 

New York, N. Y.—Roosevelt Shoe Shop, 8319 
Roosevelt. 

New York. N. Y. 
611 Argyle Road. 

New York, N. Y. 
Ave. 

Riverside, N. Y.—Hawley-Jones Corp. 

Upper Darby, Pa.—Richard’s Boot Shop. 

Bluffton, Ohio—Gratz & Althus, Inc. 

Watertown, N. Y.—Schilling & Bush, Inc., 79 
Public Square. 

Sheldon, lowa—Top to Top Shop, Iowa Theater 
Bldg. 

Gastonia, N. C.—Star Department Store. 

Palmetto, Fla.—bB. Jenkins, Palmetto 
Bldg. 
Walter Valley, Miss._C. Y. Ashford. 

Concord, N. H.—Miller, Inc., N. Main St 

Johnstown, N. Y.—-W. T. Grant Co., 122 W. 
Main §St. (soon). 

Hamtramck, Mich.—W. T. 
Joseph Campau Ave. 

New York, N. Y.—Andre, Inc. 

New York, N. Y.—Dina Legging Co. 

Gainesville, Ga.—Pau! Holland, 29 S 
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Cy Long. 

John C. Braun. 
Joffee, Mertz 
Pope & Heyboer, Inc. 
Thom McAn Shoe Store, 
Wm. White 


Shoe Stores 


Brooklyn Shoe Supply Co., 


Saks Shoe Co., 54 Classon 


Hotel 


Grant Co., 9441 


sradford 


St. 
Blanchard, Okla. 
Carl Whitson Bldg. 
Canton, Ohio—B. M. Noll (soon). 
New York, N. Y.-C. & G. Shoe 
lancy St. 
Wallins Creek, Ky. 


Farris Department Store, 


Co., 181 De- 


Miners Store, Inc 





SALESMEN 
ARE SHOWING THE 


NEW SPRING STYLES 





THE FOUR 
RELATED LINES OF 


i Ro Oe A de 
JUVENILE FOOTWEAR 


VOBBY TREAD 
LITTLE SERGEANT 
JACK-O-LANTERN 


PLAY WEAR 


HE advantages to the merchant in con- 

centrated manufacturing and delivery will 
be especially conspicuous in the Spring busi- 
ness of Curtis-Stephens-Embry Company. The 
high value of our turns, welts and stitch-downs 
has resulted in greater sales and correspond- 
ingly greater production. Hence we are offer- 
ing most attractive values with the opportunity 
for greater sales. 
You can depend upon immediate shipment if 
you order any of our four lines from our 
In-Stock department. 
If you are unfamiliar with the Curtis-Stephens- 
Embry service—we should be glad to tell you 
about it in detail. 





CURTIS~STEPHENS ~ EMBRY COMPANY 


Peeadin gy —~ Sonn yl VONMMA 
os 


rt y] A. f ~~ : LITTLE SERGEANT SHOES NOBBY TREAD SHOES 
J a al PLAY WEAR SHOES 
JACK-O-LANTERN SHOES 


I essa TEL, 
——<—<——~ 


— a 
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set the pace Mm 
sport shoes! 


| yw long miles ahead of competition, the 
Converse line of “SKOOTS” Shoes have every- 
thing—style, stamina, the extra quality for which 
Converse is justly famous. Take a hot tip—put your 
money on SKOOTS ¢0 win! 
ust to mention a few of the prize-winners in the 

“SKOOTS” kennel: 

ALL STAR—+#he basketball shoe that is worn by 

the champion basketball players. Ask the man 

who wears ’em! 

LUCKY BOY—A molded sole canvas shoe that 

is far ahead of the field in looks, and in value. 

Striking trims of contrasting color. 

PINTO— One of the fastest sellers in the 

“SKOOTS” line. Eye-value and dollar-value that 

makes for easy sales and handsome profits. 

BRONCHO—Show this shoe to your customers 

and let them use their own judgment—that's the 

way Converse merchants are selling them! 


Converse 


BIG °@ “LINE 


RUBBER FOOTWEAR 


CONVERSE RUBBER CO. Dept. BS-11, Malden, Mass. 


,3932 So. Lincoln St. 101 Duane St. 646 Stinson Blvd. 
‘Chicago New York Minneapolis 


TENAX—Far and away the biggest value in the 

low-price field. See a pair and convince yourself! 

Just a few from a long line of SKOOTS Canvas 
Shoes for Every Sport, with extra quality and extra 
value in every pair. There's a plus in SKOOTS that 
makes selling easier and quicker, your repeats surer, 
your profits greater. 

Wait for the Converse man with his line of 
SKOOTS before you place any 1930 orders. Mean- 
while, send for the SKOOTS broadside and get 
better acquainted with these winning shoes! 


CONVIERSIE 


BRONCHO 
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THIS MAY BE 
YOUR OPPORTUNITY “4% 














SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 








Salesman for braided sandals, must have large follow- 
ing. State territory and references. 


Address B-411, Care Boot and Shoe Recorder 
239 West 39th Street, New York, N. Y. 











SALESMAN 
Insured Arch Shoes 


Must have reference from manu- 
facturers and retailers of the bet- 
ter class and be familiar with fine 
corrective footwear, accustomed to 
selling large city trade, and medi- 
um size towns in the following 
states: Md., Dist. Col.. Va., W. 
Va., Ky., Tenn., N. Car., S. Car., 
Ga.. Fla., Ala., Miss., Tex., Okla., 
Mo., Ind., Ill., Mich., Wis... Mont.. 
Wash., Oregon, Cal. Good in stock 
dept., modern and up to the min- 
ute styles. Please do not reply 
without the mentioned qualifica- 


tions. 
Cc. S. GIBBON COMPANY, 

54 No. 4th St., Philadelphia, Pa. 
R. W. Lambden, Sales Mgr. 











OOD MONEY EASILY EARNED! Sales- 

men make excellent profits with our tempt- 
ingly priced and smartly styled line of Growing 
Girls smooth McKays. Twelve Samples to 
Carry—all In Stock. State territory you travel. 
We pay 7% commissions and settle promptly. 
Make reservations now! Liberty Shoe Co., 
409 Cox Bldg., Rochester, N. Y. 





SHOE SALESMEN, to carry a sideline of 

spats and rhinesto shoe ornaments for In- 
diana, Ohio ang several other territories that 
are open. Give references in your first letter. 
Address B-393, care Boot and Shoe ® emmoeni 
239 West 39th St., New York, 





A MANUFACTURER of medium and high 
grade stitchdown shoes offers a splendid 
proposition to men with established ead e who 
are looking for a good side line. Commission 
basis only. Give references in first letter. 
Address B-396, care Boot and Shoe Recorder, 
239 West 39th St., New York, : - 


The Best Side-Line in the 
Country 


Brockton Manufacturer—long_ estab- 
lished and well-known—complete stock 
line of Men’s Shoes—priced $4 to $4.50. 


This is a ppaer grade, well-styled, 
priced low. eral commission. 


The following territories are available 
—Wisconsin, Minnesota, North Dakota, 
South Dakota, Montana, Wyoming, 
Colorado, Nebraska, Jlowa, Kansas, 
Missouri, Arkansas, Mississippi, Ala- 
bama, Tennessee and Canada. 


Address B-416, care Boot & Shoe Re- 
corder, 80 Federal Street, Boston, Mass. 


TTENTION SALESMEN!  Here’s a real 
opportunity to make good side money. We 
need a few more men with established trade 
to sell our novelty govaier -priced Children’s 
shoes—First _ steps, titchdowns and Youn 
Women’s McKays. Smart shoes all IN STOC 
New samples ow ae Fertile territory 
open. Big commissions—tast sellers. = 
Rochester, N. Y. 


Shoe Co., 216 Wilder St., 
ALESMEN WANTED—Openin all _terri- 
tories to sell as_ side fine fMPORTED 
WOVEN SANDALS. Big earnings possible, 
strictly commission basis. Give present con- 
nections, experience, territories traveled. Ad- 
dress B-391, care Boot and Shoe Recorder, 
239 W. 39th St., New York, N. Y. 








WANTE ‘D—Salesmen to sell moderate price 

women’s arch support welt shoes in stock, 
commission basis; widths A-EEE. Address 
B-408, care Boot and Shoe ™ ae 239 
West 39th Street, New York, ¥- 





St., New York, 


POSITIONS WANTED 
4c per word. Minimum Charge 75c. 


LINES WANTED 

4c per word. - Minimum Charge 75c. 
ALL QTHERS 

7e per word. Minimum Charge $1.25 
ALL DISPLAY SPACE 

Five dollars per inch. Allow 45 

werds to an inch 





Classified and Opportunities Department 


RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 239 West 39th 

Y., om Monday of the week of publi 
that advertisements be published same week. Otherwise insertion 
will be put over to the following week's issue. 





cation in order 


When advertisers desire answers to 
come in our care twelve words es 
be allowed for address. When adver- 
tisers desire replies forwarded “Gyest 
to their address each word of their 
address must be counted in the adver- 
tisement and paid for accordingly. 

Payment in advance is required, ex- 
cept when regular advertisers, as 
amounts are too small to open accounts. 
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XPERIENCED shoe salesmen _ wit! 
lish trade to sell a complete 
women’s Goodyear Welt Arch Support 
In stock department. For Ohio, [lin 
Jersey, Minnesota. Give full partici 
first letter. Weekly settlements agains 
accepted. Six per cent commission. 
perity Shoe Co., Inc., 174 Lincoln 

Boston, Mass. 





PECIALTY manufacturer men’s at 

shoes retailing $3.00 to $6.00 has 
Southeastern Ohio, St. Louis and N« 
land for experienced salesmen who tr 
car. Weekly expenses advanced against 
commissions at 6%. Applications trea 
fidentially. Address Box B-414, care B 
Shoe Recorder, 239 West 39th Stre 
York, N. Y. 





ALESMEN—Manufacturer desires 
carry a side line of about twenty 

on a complete moccasin line and also 
on work shoes. Seven per cent co: 
several good territories open. Reply 
Address B-415, care Boot and Shoe | 
239 West 39th Street, New York, \ 





ALESMEN for incomparable line 

grade men’s spats for Pennsylvani 
Illinois, Wisconsin and Missouri. Co 
basis Fit-Rite Overgaiter Company, 
Third Street, Philadelphia, Pa. 





ALESMEN’S OPPORTUNITY—M 

penses selling Sullivan’s “Ye Qualit 
Shoes and Moccasins. Attractive con 
Beautiful shoes. State territory and 
erences. Correspondence confidential 
van Baby Shoe Mfg. Co., 14 Edmond 
Rochester, N. Y. 





WANTED successful salesman to ca 
line of thirty-five in stock men’s a: 
men’s dress styles to retail at five, 
seven dollars. Prices and commiss 
usually attractive. Please furnish 
and ail information with application. | 
open everywhere. Address B-420, « 
and Shoe Recorder, 189 W. Madison 
cago, Ill. 





LINE WANTED © 











Line Wanted for Texas ani 
South 


Well known shoeman with wide expe! 
and host of friends in Southern ter: 
is desirous of securing a reliable 
shoes for Southern territory. B: 
references furnished. 

Address B-406, care Boot & Shoe Ke- 
corder, 239 West 39th Street, Yew 
York, N. 











WANTED for California; Woven, 
Brogue Oxfords; Riding and | 
direct from manufacturer. I have 
lished trade in these lines and cov 
by auto. Address B-417, care Boot 
Recorder, 239 West 39th Street, 


iN. 





E, XPERIENCE shoe finding sale 
well established route in Southe 
nia is interested in a few addition 
necessary could invest small capita 
First class references. Address J. } 
N. Mariposa Ave., Los Angeles, Ca 
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FOR RENT 


FOR RENT 


HELP WANTED 








New York Office and Salesroom 


Available 


Due to the merger of the Shoe Retailer with the Boot and Shoe 
Recorder, there is available at the Marbridge Building, head- 
quarters of the New York shoe industry, a desirable suite of 
ofices or display rooms especially suited for a concern selling 
the shoe trade. Complete information can be had by writing 


the Boot and Shoe Recorder, 239 W. 39th St., New York, N. Y. 











FOR SALE 


FOR SALE 








City of over 200,000. 
dollars 


Cheap rent. Lease expires 1931. 


For Sale—Shoe Store in Ohio 


Industrial payroll for 1928 one billion five hundred and fifty million 


Our sales for 1928 was $161,900.00 highgrade footwear. 
Name and reputation of this store is worth thousands 


of dollars to the person who will continue the business. 
ADDRESS B-407, care BOOT AND SHOE RECORDER, 
239 West 39th Street, New York, N. Y. 


Can reduce stock to $25,000.00. 


Agents need not answer. 














POSITION WANTED 


POSITION WANTED 








with leather, 
throughout. 


Man of 40 who knows every detail of the shoe manu- 
facturing business wants to locate as manager or as- 
sistant to the head of large organization. 

systematizing, 
Clean record and wide experience espe- 
cially on women’s and children’s shoes. Now employed. 


Address B-421, care Boot & Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 


Familiar 


costs and operating 





WANTED 
A PRODUCER with estab- 


lished business who works 
his territory close to carry 
our new Spring line exclu- 
sively in the following ter- 
ritories: Texas, Pennsyl- 
vania, Iowa, Minnesota. 


RAMSEY ’S INC. 
347 Rider Ave. 
New York City 














FOR SALE 





FAMILY shoe store located in_ center of 
Main Street, 20 miles west of Hartford, 
Conn., population over 30,000; a fast growing 
city. All industries work steady year around. 
Inventory very low, including fixtures $10,000. 
Address B-419, care Boot and Shoe Recorder, 
239 W. 39th Street, New York, Ws 





in Philadelphia. Estab- 
wonderful location; 
retiring trom busi 
and Shoe Re- 
York, 


HOE store for sale 

lished for fifteen years; 
medern lines. Owner is 
ness. Address B-418, care Boot 
corder, 239 West 39th Street, New 
N.Y 


OR SALE—Well established, attractive Shoe 

Store doing excellent, strictly cash business 
in Gulfport on the beautiful Mississippi Coast. 
Good location, moderate rent. Average stock, 
consisting of Women’s, Men's, Children’s Shoes 
and Luggage; $10,000. Can reduce stock to 
half that amount in thirty days. J. E. Bufkin, 
Gulfport, Miss. (Owner). 


SHOE 

ness. 
bought reasonable. 
and Shoe Recorder, 239 
New York, N. Y. 








store, Brooklyn, $25,000 yearly busi- 
Good chance for live wire. Can be 
Address B-409, care Boot 


West 39th Street, 





MERCHANTS’ NEEDS 








Chain Store 
Real Estate Executive 


A High Grade Executive, age 35, 
with a wide experience in selecting 
store locations and thoroughly fa- 
miliar with negotiating and closing 
leases or purchases of property, 
will be available shortly. 

He knows the right way to equip 
and prepare stores to produce the 
maximum of business and_ will 
prove a valuable asset to any grow- 
ing Chain Store Organization. 
This man has marked ability and a 
record of producing results that is 
quite unusual. We suggest that 
you interview him. 


EXECUTIVE SERVICE 


CORPORATION (Agency) 
100 East 42nd St., New York City 
©. H. Schweizer, Director 
Retail Stores Division 








Shoe Buyer. Fifteen 
years’ experience in mer- 
chandising and buying 
for upper or basement; 
also chain departments. 
Will go anywhere. Un- 
derstands modern meth- 
ods. Excellent refer- 


ences. Married. 


Address B-412, care Boot and Shoe 
Recorder, 239 West 39th Street, New 
York, Y. 














FE. XPERIENCED young man, 2 years in own 
business in Chicago, knows merchandising, 
window trimming, practipedist, desires connec- 
tion with a reliable Chicago concern as assis- 
tant manager or salesman. Address B-410, care 
Boot and Shoe Recorder, 239 West 39th Street, 
New York, : 





BUSINESS OPPORTUNITY _ 





MANAG sER—SHOE BUYER, of Ladies’ me- 
"* dium p riced shoes. Will be open for posi- 
tion November Ist. Versed in modern mer- 
chandising methods; systematizer. Can train 
salesmen in correct fitting and increasing sales. 
Ban of experience, Al reference. Address 
eg care Boot and Shoe Recorder, 239 
vest 39th St.. New York, N. Y. 

YOUNG. -. man, 23, wants position in Ladies’ 
f re; one year experience; best ref- 
vnc “Give full particulars in first letter. 
mer Sorensen, Harlan, Iowa. 
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INE OPENING in small State Capital City, 


steady payroll, high class retail trade. Just 
the place for a capable man with limited 
capital to start in his own business. Write 
F. Hyde, Pierre, So. Dak. 





HOROUGH shoe salesman and 

business man wishes to invest $5,000.00 
with shoe jobber or manufacturer. Would be 
an asset to such business. Address B-413, care 
Boot and Shoe Recorder, 239 West 39th Street, 
New York, Y. 


very good 
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SOME H-W chairs are in 

keeping with the most 

luxurious shoe store ap- 

pointments. The consult- 

ing service of our experts 
is free. 


Baltimore, Md.; Boston, Mass.; Buffalo, 

N. Y.; Chicago, IIL; Kansas City. Mo.; 
Los Angeles, Calif.; New York, N.Y.; 
Philadelphia,Pa.; ; St. Louis,Mo.; Port-, 
nd, Oregon; San Francisco, Calif, 




















BUSINESS OPPORTUNITY 





YOU CAN HAVE A BUSINESS PRO- 
FESSION OF YOUR OWN and earn big 
income in service fees. A new system of 
foot correction; readily learned by any- 
one at home in a few weeks. Easy terms 
for training; openings everywhere with 
all the trade you can attend to. No capi- 
tal required or goods to buy; no agency or 
soliciting... Address Stephenson Labora- 
tory, 21 Back Bay, Boston, Mass. 








MERCHANTS’ NEEDS 








$39.50 


For Complete Set 


Consisting of 1 table 
18”, 2 tables 12” high 
and 12 shoe stands 12- 
18 and 24, assorted. 


Solid American Walnut. 
Weighted Bases — Metal 
Connections. 


Write for 


o = - Window 
S Window Valances 


THE HECHT FIXTURE CO. 
233 Seuth Wells St. 
CHICAGO 





NEW YORK 
SHOW ROOM | 


MERCHANTS’ NEEDS 





MERCHANTS’ NEEDS 











142 WEST 38th ST. 








—WiINDOW 
DISPLAY FIXTURES, 


Anade by 


SEGALLE SONS 


933 ARCH ST. | 
PHILADELPHIA, PA. | 


ARE BUSINESS GETTERS 


ESTABLISHED 1890 


LABEL 


and 
|; SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 


| FRANK C. MEYER Co. 
SSeS EERE 
263-27) LEXINGTON AVE , BRODKLYN. NY 


AMERICA’S CREATEST 
SHOE CARTON & LABEL MFCS 

















Shoe Window 
Display Fixtures 


Assortment of all Period Designs 

including Modernistic and some 

splendid ‘“‘Close Outs’’ at most 
interesting prices. 


Catalogs on request 


THE OSCAR ONKEN CO. 
No. 611 W. 4th St. 
CINCINNATI, O. 








Do You Know? 


That you can buy or sell it through 
the “Where to Buy” column. This 
feature in its quick service is a time 
saver in meeting immediate needs. 

















Manolis Spats 
Can’t Be Beat 


The oldest spat manufac- 
turers in middle west sell- 
ing direct to the retail 
stores. Prices $10.50 to 
$30.00 doz. pairs. 


Manolis Mfe. Co. 
4248 No. Crawford Ave., 
Chicago, Ill. 











© 


POMPOMS AND ORNAMENTS FoR 
SOFT SOLE SLIPPERS 
The right merchandise at the right price. 
Samples sent on request 
UY-GRADE SLIPPER SUPPLY (C90, 
693 Broadway New York City 











Window Decoration 
and maker of 
Artistic Price Tickets 
Latest in Imported and Domestic k 
Paper, etc., in Season. 
Samples mailed free on request 
EMIL RUBLACK 
140-142 West Broadway 
Batablished 1903 New York 

















‘BA 
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ii 
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rh 





mia Milbradt 
a-§-——| Rolling Step Ladders 


> Sa: Gnable you to reach your 
tighest shelves convenient 











They last a lifer ine 
and 


\re made in any style, 
shape or size to fit any 

~] kind of shelving. 

Write for general catalog 

pand let us suggest the best 

‘| ladder for your use 


Milbradt 
=| Manufacturing Co. 
Established i895 


2416 No. 10th Street 
ST. LOUIS, MO. 














SOUVENIRS 
and 
ADVERTISING NOVELTIES 


for store openings, anniversaries and special mer- 
thandising events for men, women and children. 


SAMPLES UPON REQUEST 
VICTOR E. LEDERER 
123 West 33rd Street 


— 





WANTED TO PURCHASE 











New York 





SHOE 
LABELS 


The DISTINCTIVE and 
PERMANENT MARK 


F.H.KLUGE 
WEAVING CO. 


33-39W 34TH ST. NLY.C. 


Phnone WISCONSIN BI30 


If you contemplate selling your 

entire or surplus stock com- 

municate with us. Prompt at- 

tention given. 

KIRSCH-BLACHER CO., INC. 

624 Broadway New York 
Phone Spring 1443 














Quick Cash Buyers 


Ketail Shoe Stores—Stocks or Odds aaé 
Ends. Unexpired leases taken over. 
Phone or write. 


POSTER @ DEUTSCH 
436 Grand St. New York City 
Dry Dock 0362 








TO BE SURE YOU RECEIVE 


HIGHEST PRICES 


for your retail odds and ends, entire 
or surplus stocks, ask us for our Did. 
(Betab. 40 years.) Cash transactions. 


Export Surplus Purchase Co., Inc. 
596 Broadway, New York, N. Y: 
Telephones Canal 6874 and Cans) $555 
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IMPORTED 
ENGLISH SPATS 


made of Ss U 
ENGLISH CLOTH — . | = 


by MBPT GE ANTS 
SALLE GINERNSS 
ENGLISH WORKMEN LE AGE i ui \S ‘ 





SZ, 


s 
Ty Aye ASRS 


In Stock 
In All Wanted 


Shades 


18” 


per doz. up 





A BIG 
SELLER! 


Here’s a 
Handsome 
Profit Maker 
from the 
Bright Line 
of hed] 
“SUNBEAMS” }3| 





WIODET OIG LOPOTO OOOO OPO LOOCPOTOPOPOPO OPO PODOLe| 


Style 153— Compo 
Patent Blucher; | 
champagne kid top. 
1-5 $1.15. 

This is a COMPO 
Process Smooth-Step } 
shoe—very flexible. | 


Maize Shoe Co., Mfrs., Rochester, N. Y. 


Perfect Fit 
Rolled Leather Bindings, 
Leather Facing . 
Four Holed Horn Buttons & 
Superior Workmanship 





BOXED IN SINGLE PAIRS ARE YOU “IT”? Several more Salesmen wanted to 








dders ; sell “SUNBEAMS” on Commission Basis. Compos, 
‘hb your COLT-CROMWELL CoO.., Ine. Turns, Stitchdowns. Letters Confidential. 
en ESTABLISHED 1899 | 








1239 Broadway New York, N. Y. [eiiveerre rece ra tate vereetatateratetetatetetetietel 











The highest- priced room at New ( 
York's new Hotel Lincoln is $7 for a Accepted as the Standard 


large room with twin beds, tub bath _ . 
and shower. A room, with shower, House Slipper Quality 
Greeley Boudoirs will stand up 


for one $3. 1400 rooms and baths, , r 
under any test you can put 
$3 to $5 for one, $4 to $7 for two. dans: 0 te Oe cele ae 





Telephone salability. Your jobber 


lackawanna 1400 NEW YORK’'S NEW HOTEL IN should carry them, but if 


STOCK “Oi not—write us. 
[ N ( OC | N 36 Pair Cases ™ re ; 
A. W. GREELEY 


Eighth Avenue, 44th, 45th Streets, Times Square 12 Duncan St. - - Haverhill, Mass. 

















No More Copies of the 
Shoe and Leather Lexicon 


The present edition of the Shoe and Leather Lexi- 

con is exhausted. No more copies of this shoe 

and leather trade dictionary will be available until 

a new edition has been printed, at which time York be sure to see 
the lines permanently 


notice will be given. : displayed in the Marbridge 
Building—the year round show 
room of national leaders in the shoe 


Boot and Shoe Recorder 2 and leather industry. Desirable offices 
239 West 39th Street New York, N. Y. a for Approved Tenants. 
write MARBRIDGE Bidg.Co., Inc. '32,°,~" 
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ENN ai he BO Magee 


Boot and Shoe 
Recorder 


Serves in 


Getting More Shoes Sold Right; not 
only “more” but “right”; sold for the 
right purpose, to the right wearer, in 
the right fitting, for the right price, at 
the right profit. This is the great 
problem of the retail shoe merchants. 
The chief purpose of Tue Boot anp 
SHoe Reconper is to help solve it; for 
this is the basic problem upon which 
depends the progress of the entire allied 
industries relating to shoes and leather, 
their production and distribution. 





A Buying Guide t 





BOOTS AND SHOES 


Altman Bros., Cincinnati, Ohio 

Athletic Shoe Co., Chicago, Il 
Ault-Shackford Shoe Co., Auburn, Me 
Ault-Williamson Shoe Co., Auburn, Me.... 


Blog Shoe Co., New York City 


Blue Ribbon Shoemakers, St. Louis, Mo., 
Front Cover 


Bond Shoe Co., New York City 

Brass Bros. & Feinroth, New York City.. 98 
Brooks Shoe Mfg. Co., Phila., Pa..97, 100, 103 
Burkley Shoe Co., Brockton, Mass......... 103 


Capezio, New York City 
Chase, W. S., & Sons, Haverhill, Mass.... 


Churchill & Alden Co., Brockton, Mass., 
4th Cover 


Clapp, Edwin, & Sons, Inc., E. Weymouth, 
ass. 
Commonwealth Shoe & Leather Co., Whit- 
man, Mass. 
Converse Rubber Co., Malden, Mass....... 107 
Colt-Cromwell Co., Inc., New York City.. 111 
Crafts, G. P., Co., Manchester, N. H..... 29 
Curtis, Stephens & Embry, Reading, Pa.. 106 


Dunn & McCarthy, Inc., Auburn, N. Y.... 71 


Ebberts, John, Shoe Co., Buffalo, N. Y.... 97 
Elam, F. S., Shoe Co., Rochester, N. Y.... 94 
Emerson Shoe Mfg. Co., Rockland, Mass.. 96 
Evans, L. B., Sons, Wakefield, Mass 98 


Florsheim Shoe Co., Chicago, Ill 5 


Ford, C. P., & Ce., Rochester, N. 80 
Freeman-Beddow Shoe Co., Beloit, Wis.... 77 


General Footwear Corp., New York City.75, 98 
Goodrich, B. F., Rubber Co., Akron, Ohio .22-23 
Greeley, A. W., Co., Haverhill, Mass 

Green Shoe Mfg. Co., Boston, Mass 





IN THIS ISSUE 


AFTER CONFERENCE COME CONVER- 
SATIONS . — 


PARIS IS WEARING 

He’s MAKING ALASKA SHOE CON- 

STYLE PLAYS ITS ParT IN TINY 
FOLKS’ FOOTWEAR 

THE VOICE OF THE RECORDER 

KEEP YOUR STORE HUNGRY FOR 

MODERNISTIC EFFECTS IN HOLIDAY 
WINDOWS 

BILLY ROGERS—SHOE MERCHANT. . 


A JUVENILE ACROBAT DEMONSTRATES 
Foot HEALTH 


PARIS EVOLVES RAINY Day ENn- 


SEMBLE 
MIXING COLORS WITH BRAINS. 

SHOE STORE SERVICE SECTION 

THE TRAVELING SHOE SALESMAN ... 
NEWS 0’ SHOES 


And Then Ideas Crystallize 
By Marquise Vahdah de Bonis... 


Red Blooded Adventures in Re- 
tailing sane 


And Introduces a Dadeioe Oppor- 
tunity . 38 


Opinions of the Editor 40 


A Fresh Viewpoint on the iit 
Problem 42 


Timely Ideas for - Coming 
Season . 44 


By Harold Whitehead . 46 


And Turns an ering Si Hand- 
spring . oa : ooo 


An Important Fashion Develop- 
ment with a Footwear Angle.. 52 


Practical Window Display Ideas. 56 
A Monthly Recorder Feature.... 83 
News of the Road 
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Next Week 


you will find 


in the 


Boot and Shoe 
‘Recorder 


HANGE is the everyday expectancy of 

the shoe industry. Jerhaps that is what 
makes it more fascinating than profitable. 
As a result, it is almost axiomatic to say, 
“Anyone in shoes must give all his waking 
hours to his business, for he will get little 
time to learn or know anything else.” The 
best example of this self-centering charac- 
teristic is the almost impossibility of trans- 
ferring a buyer from any other merchan- 
dise into a shoe department. For it is 
almost universally known that a shoe man 
is a man of shoes exclusively. All the 
more reason, therefore, for an accord in 
merchandising—a common purposefulness 
to get more shoes sold right. Well, all 
the powers of selling need to be brought 
into action in November and December 


AAA 


F by leading all merchandising minds 

down Santa Claus Lane we can once 
and for all give the shoe store a real place 
in holiday selling, we will have accom- 
plished something more than helping 1929 
to go over the profit top, for we will have 
changed both the trade’s and the public’s 
appreciation of footwear. We believe it 
can be done, and so we devote the entire 
month of November to a powerful presen- 
tation of practical ways to get the spend- 
able money in its spending mood. In our 
first issue of November we show how and 
when Christmas Savings Fund money 
pours into purchases at retail; we show 
how Chester Herold capitalizes the holi 
days to get strangers to become first cus- 
tomers; we show how to advertise and 
how to sell gift certificates. Any mer- 
chant reading this and subsequent issues, 
and not getting hungry for holiday dollars, 
is cold, indeed, to the music of the cash 
register. 
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